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North America V. P. 
“Opposes New Inland 
Marine Definition 


Believes It Could Be Bar to Devel- 
opment of Multiple Line Risks 
and Is on Way Out 


OTHERS DEFEND DEFINITION 


‘Bradford Smith, Jr., Holds Only 
License and Charter Powers Define 
Insurer’s Underwriting Rights 

The recently amended nationwide 
definition of inland marine underwriting 
“powers is on the way out because it is 
restrictive, impractical and may be used 
“as “a means to inhibit the development 
‘of new forms of multiple line coverage,” 
‘Vice President Bradford Smith, Jr., of 
‘the Insurance Co. of North America, 

tated when addressing the New Jersey 
nsurance Day meeting at the Essex 
ouse in Newark last Thursday. 

This revised definition, approved by 
‘an industry committee and the National 


‘Association of Insurance Commissioners 
‘in June and since adopted or accepted by 
‘the Insurance Departments of numerous 
States, but not as yet in New York or 
Bp New Jersey, was criticized by Mr, Smith 
because he emphasizes that charter and 
cense powers of an insurance company 
determine what risks may or may not be 
written. Mr. Smith holds the marine 
definition of value for tax, accounting 
‘and statistical work but says it does not 
ave authority to regulate underwriting. 


No Basis of Fact in Law 


He told the large audience of agents 
nd company men brought together at 
his meeting by the New Jersey Chapter 
‘of the Society of Chartered Property & 
‘Casualty Underwriters that the marine 
efinition sae an dangers of regimenta- 
Mion of the business and that while many 
isurance Commissioners appear to give 
the effect of law when they approve 
, in reality the definition has no basis 
law. Charter and license powers of 
Simsurance companies are fixed by law 
"and cannot be revised or superseded, he 
©said, by decisions of Insurance Depart- 
“ment heads or industry committees. 
' Mr. Smith’s strong statements touched 
off a brief, but lively discussion on the 
arine definition which many companies 
support on the belief that it is desirable 
"and necessary to secure uniformity 
| throughout the inland marine field. In a 
discussion period following presentation 
prepared talks, Ray G. Shepard, sec- 
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MR. BROKER 
HAVE YOU THOUGHT PENSION & PROFIT 


SHARING PLANS TOO TOUGH TO HANDLE? 


State Mutual’s new Pension and Profit Sharing Program 
knocks all the mystery out of selling this important type 
of business. Our material offers a sound step-by-step ap- 
proach and explains in easily understood language how 15 
salient features make our plans adaptable to any pension 
need and yet easy to sell. Why not contact our nearest 
general agent for a personal demonstration of our com- 
plete kit? Prove to yourself that Pension and Profit Shar- 


ing Plans don’t have to be complex. 
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Dinner Tribute To 
R. C. Gilmore Jr. New 
President Of NALU 


Bridgeport Citizens, Conn. Insur- 
ance Bodies, Honor Mutual 
Benefit Life Agent 


C. J. ZIMMERMAN PRESIDES 


Bruce Palmer Principal Guest 
Speaker; Praises Honor Guest’s 
Citizenship 


By CLarENCE AXMAN 


Bridgeport, Conn., Oct. 20.—A city of 
170,000 population teeming with factories 
and located on Long Island Sound an 
hour and 15 minutes from Greater New 
York, Bridgeport is an insurance-minded 
community where a number of now noted 
figures in life insurance got their early 
life insurance sales experience. It is the 
home town of Robert C. Gilmore, Jr., the 
Mutual Benefit Life agent who at Cleve- 
land convention of National Association 
of Life Underwriters was elected NALI 
president, 

Proud of Mr. Gilmore’s achievements 
in insurance and civic life, Bridgeport 
tonight gave a demonstration of this 
appreciation at a dinner in his honor 
held under auspices of the Connecticut 
State Association of Life Underwriters 
and the local Life Underwriters Associa- 
tion. Present were many of Bridgeport’ s 
leading citizens, including public offi- 
cials, business men, bankers, accountants, 
local newspaper men and policyholders. 
Also, at the dinner were representatives 
of eight of the Connecticut life under- 
writers associations, leading executives 
of NALU headquarters and a delegation 
of home office officials of the Mutual 
Benefit Life, headed by President Bruce 
Palmer who was principal guest speaker. 
Among other home office men present 
were representatives of Aetna Life, 
Phoenix Mutual, Connecticut Mutual, 
Connecticut General and Metropolitan 
Life. 


State Insurance Dept. Also Represented 


Those from Mutual Benefit Life in 
cluded John J. Magovern, Jr., vice 
president and counsel; Charles B. Heitz- 
berg and William F. Ward, vice presi- 
dents, and Donald Lynch, director of 
public relations. Representing State In- 
surance Department was Frank Wagner, 
Deputy. From NALU came Lester O. 
Schriver, new managing director; Max- 
well Anderson and Wilfrid E. Jones. 

Among the former members of the 
Bridgeport life insurance sales corps 
present was Charles J. Zimmerman, 
manager of the Life Insurance Agency 
Management Association who after be- 
ing secretary of the Life Underwriters 
Association of City of New York became 
Bridgeport manager of the Connecticut 
Mutual] Life’s Fraser agency, New York. 
President Schriver of NALU, while with 
Aetna Life in Connecticut in the early 
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Happy in My Work 


By J. W. B. 
Equitable Society Representative 


IT’S NOT THAT my job’s a snap. I’m on the go from the time I put 
down my morning cup of coffee until I pick up the evening paper 
at night. And after that, I’m thinking about my work. After sup- 
per is when I take out the old file—and map out tomorrow’s calls. 

But even going through that file is pleasant. For example, 
I come to the name Johnson, Paul E.—and a picture comes to 
mind. It is a picture of Paul Johnson’s little manufacturing plant. 
That’s the plant that went right on producing and paying profits 
even after Paul’s partner died. An Equitable Business Policy 
saw to that. 

That’s just one card in my file. There are hundreds more. 
All friends of mine I’ve helped to find security as part of a day’s 
work with the Equitable Society. 

I earn my living working for the Equitable Society and I 
won't try to underestimate the importance of that. But the best 
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the knowledge that I’m working for a truly top notch company. 
If ever a man was happy in his work—it’s an Equitable Rep- a i 
resentative like me. SOCcI TY 


OF THE UNITED ; 


One of a series of advertisements illustrating how a representative of The zi Boers Ne 


LIFE ASSURANCE 





Equitable Life Assurance Society serves his community by selling life insurance. 


393 Seventh Avenue, New York 











STATES 





thing about it is the job I do—the people I meet and help—and T H E. EQ Ul TA # L FE 
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C. R. Corcoran Report on Education 


Committee of LAA New Projects 


The two one-week workshops inaugu- 
rated by the education committee of Life 
Insurance Advertisers Association in 
1951, one devoted to sales promotion and 
the other to editorial work, have demon- 
strated their success and will be con- 
tinued and expanded, it was reported by 
Charles R. Corcoran, chairman of the 
committee during the past year, who ad- 
dressed the annual meeting of the group 
in Boston last week. Mr. Corcoran is 
second vice president of Equitable So- 
ciety. “The Sales Promotion and Edi- 
torial! Workshops,” said Mr. Corcoran, 
“while they had a limited enrollment, 
were very successful. Not only were our 
students enthusiastic, but their com- 
panies were enthusiastic about the re- 
sults they felt had been achieved through 
workshop attendance. Many of our 
alumni have since been promoted and 
they give the workshops a lot of credit 
for their achievement. The workshops 
seemed to fill a genuine need in the life 
insurance business. And we are delighted 
that they will be held again this year. 
30th a Sales Promotion Workshop, with 
Harvey Kesmodel as director, and an 
Editorial Workshop, which Gordon Hull 
will head, are set for November 30 to 
December 4 in New York. We anticipate 
a good attendance for both courses, 
which will be similar to our pilot efforts 
in 1951 but which will also incorporate 
some ideas learned through experience. 

“This might be a good time to empha- 
size what a big undertaking a workshop 
is. Unlike LIAMA and other organiza- 
tions, LAA has, of course, no full-time 
staff to organize, promote and carry out 
a workshop with its hundreds of details. 
We are limited in location by the time 
and convenience of those LAA members 
who are willing to serve on the faculty. 
Last year, for example, we tried to take 
the workshops out of New York for the 
benefit of companies in other parts of 
the country, but found we just couldn't 
recruit a staff, much less depend on an 
adequate Sa ya Despite these diffi- 
culties, the Education Committee held 
another workshop, this one in _ policy- 
holder relations, last November. It was 
intended for senior LAA members, un- 
like the Sales Promotion and Editorial 
courses. Here, too, we have some con- 
crete evidence of value received. The re- 
port of this workshop has become an 
LAA best seller; we are still receiving 
requests for it although the report has 
been out of print for several months. 

“Russ Noyes, who was chairman of 
the Policyholder Relations Workshop, 
recently wrote to all the participants to 
find out what improvements in their 
companies could be traced to the work- 
shop. As you would rather expect, not 
everyone had something definite to re- 
port. But almost all said there was a 
“greater awareness” of the importance 
of good policyholder relations on the 
part of their top management. Arid quite 
a few mentioned special company prac- 
tices inaugurated as a result of work- 
shop recommendations. These included a 
correspondence review program, the 
establishment of a Policyholder Rela- 
tions Section of an Advertising Depart- 

ment, surveys of policyholder opinion, as 
well as many other projects. 

“This year, the Education Committee 
determined to ci arry out an idea it had 
been discussing for a long time—an in- 
tensive two-day seminar concentrated on 
a single subject and held for greatest 
convenience in conjunction with the An- 
nual Meeting. Our first seminar, on na- 
tional advertising, has just concluded. It 
may be too soon to evaluate this experi- 
ment, but should the membership at 
large decide that it was worthwhile, the 
Education Committee is prepared to 
offer others like it, on subjects of equally 
broad interest to all of us. 

“Another project of the committee is 

the “Bookshelf,” currently in the hands 


CHARLES R. CORCORAN 


of Paul Duling, who has been urging 
many of you to read and review books 
for his column in the LAA Bulletin while 
building up a basic bookshelf as a perma- 
nent reference library for the advertising 
or promotion staff. So far as I know, 
this is the only reviewing service any- 
where that looks at books with the 
special interest of the life advertiser in 
mind. We believe it is well worth your 
while to investigate the recommended 
books. The bookshelf, under Paul's di- 
rection, will continue as a regular Educa- 
tion Committee project. 

“In the past three years, the com- 
mittee has explored many other pos- 
sible ways it could be of service to 
LAA. You will be hearing about some 
of its future plans when Morgan Crock- 
ford takes over as chairman following 
this meeting. As vice chairman of the 
committee this year, he has been a man 
full of ideas and was the chief organizer 
of the seminar on national advertising.” 





H. D. Trueblood Discusses Good 
Merchandising and What Makes It 


What makes good merchandising of 
life insurance was discussed before the 
Life Insurance Advertisers Association 
in Boston last week by H. Dixon True- 
blood, director of public relations and 
advertising for Occidental Life of Cali- 
fornia, who summed up with this epi- 
tom: (1) Center merchandising plans 
around the agent because he makes the 
sale. (2) Seek your idea inspiration in 
our product and in people’s needs and 
then, when you've isolated the idea, 
screen all merchandising methods for the 
right and practical ones to implement the 
idea. Ideas first, techniques second. (3) 
Consult with and listen to the agent— 
for your sake as well as his. (4) Look 
for ideas that can be merchandised in 
a way to: Educate him, Build prestige 
for him, Precultivate his market for him, 
Motivate him, Fortify him in the sales 
interview, Save time for him; (5) Avoid, 
if you can, the general and make it as 
specific as possible. Seek for the word, 
the phrase and the concept that pros- 
pects understand as well as you do and 
understand the same way that you do. 
(6) And explain carefully to manage- 
ment and to the agency force and re- 
port back to them again and again. 
Some Basic Assumptions 

“Life insurance is sold only when an 
agent gets in the presence of a prospect 
and I think sound merchandising has to 
take that into account,” said Mr. True- 
b'ood. “A second basic 
make is that merchandising must start 


assumption we 


with the product and its uses and it 
never really becomes good merchandising 
unless it does start at this point. This 
calls for a confession of faith. I think 
good merchandising requires that we 
think of ourselves first as life insurance 
or accident and sickness insurance peo- 
ple or both, rather than as public rela- 
tions, advertising or sales promotion 


Hold Important Los Angeles Posts 





The accompanying picture is of three men in the Yates-Woods agency, Massachu- 
setts Mutual Life, Los Angeles, who are holding important posts in the industry. 
They are L. to R. Richard L. Van Cleve, CLU, president, Los Angeles Quarter Mil- 
lion Club; Edward Neisser, president, Life Underwriters Association of Los Angeles, 
and Robert L. Woods, CLU, president of Los Angeles Chapter, American College 
of Life Underwriters. As the senior general agent of the Massachusetts Mutual 
John W. Yates has observed their progress with keen interest. He brought Dick 
Van Cleve and Bob Woods into the business and has closely observed Ed Neisser’s 


development over a period of 20 years. 








H. DIXON TRUEBLOOD 


people. As insurance people, we must 
certainly be trained in the areas our jobs 
require, whether that includes the whole 
field or just one specific segment. 

3ut the greatest merchandising ideas 
in our 908 ben the ones with real in- 
spiration in them—will mostly in my 
opinion come not from a know- how in 
promotion but from a know-how Ly in- 
surance! Why is it we see so much dull, 
“ho-hum” material unenlivened by any 
real merchandising spark? It seems to 
me that it’s because too often we try 
to take an established merchandising 
technique and apply it willy-nilly to our 
product. Result: usually deadlines. But 
where you start with the product and z 
knowledge of what it will do for the 
owner, and then and only then, look 
about for the merchandising method to 
make those truths stand out, then it 
seems to me you have the formula for 
good merchandising and the fountain 
from which I suspect most of the good 
merchandising successes in our business 
has stemmed. 

“I’ve suggested that our merchandising 
should be agent-centered, that it should 
rely primarily on the product and its 
application, and that we should listen 
to and consult with the agent as we 
go. If these three basic assumptions 
about good merchandising are valid, how 
do you go about observing them so as 
to achieve better merchandising? It 
seems to me the answer to this question 
comes back again to the agent who is 
the point of sale. Since he must actually 
consummate the sale, it largerly boils 
down to what we can do to help him 
toward that end. I’ve jotted down at 
least five major things that we ought to 
be able to do for him. These are (1) 
to help educate him, (2) to heip build 
prestige for him, (3) to help prepare 
and cultivate the market which he must 
ultimately personally harvest, (4) to help 
motivate him to do this job, and (5) 
to give him point-of-sale material which 
aids him to tell the story in the face- 
to-face encounter he has with the 
buyer.” 


NEW ORLEANS GROUP OFFICE 

Opening of a new Group office in New 
Orleans was announced by Pacific Mu- 
tual Life. According to Ralph J. Walker, 
vice president in charge of Pacific Mu- 
tual’s nationwide Group operations, the 
new field 3° will be under the manage- 
ment of B. Finley, who is being pro- 
moted Sel the company’s Group staff 
at St. Louis. A graduate of Georgia In- 
stitute of Technology, Mr. Finley is one 
of Pacific Mutual’s most. experienced 
Group field executives. 
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150 at Dick McFadden 
Agency’s Reception 


HE JOINED PRUDENTIAL IN 1948 
Vice Presidents MacLeod and Campbell 
Among Those Attending; Agency 
at 25 Broad Street 





A reception of last week of The Pru- 
dential’s Knickerbocker agency, 25 Broad 
Street, New York City, 
which is Richard N. McFadden, was at- 


manager of 


tended by 150 persons. They included 


Prudential vice presidents Sayre Mac- 


ICKE 





agency. During World War II he 
worked with the New Jersey Department 
of Public Instruction, later becoming a 
supervisor for the State Department of 
Vocational Education. 

In 1949 he was appointed a Prudential 
division manager in Newark and by the 
end of 1951 the sales unit he headed was 
among Prudential’s top 12 unit leaders. 
In October, 1952, he was transferred to 
the home office and was promoted to re- 
gional manager in Ordinary Agencies de- 
partment, supervising Ordinary agencies 
sales in a seven-states area. He became 
Knickerbocker agency manager on June 
15. 

Some of the Guests 
Among those from home office at the 


L. to R.: John J. Holahan, CLU, Superintendent of Agencies; Richard N. Mc- 
Fadden, Manager; Sayre MacLeod, CLU, Vice President; 
James E. McEvoy, Regional Manager. 


Leod, CH: 
cies, and Colonel Charles W. 


director of Ordinary agen- 
Campbell, 
CLU, who is to head the company’s new 
home office in Jacksonville, Fla. Colonel 
Campbell was manager of the Newark 
agency at the time Mr. McFadden was 
assistant manager of that agency. 

Mr. McFadden joined Prudential in 
1948 as a special agent in the Newark 





Calvert Hall, N. J. Speaker 


“Out of two or three thousand people 
I’ve approached cold, only two individ- 
uals have given me an unpleasant recep- 
tion,” said Calvert Hall of Plainfield, 
N. J., Prudential representative, speak- 
ing at the regular luncheon meeting of 
Northern New Jersey Life Underwriters 
recently at the Robert Treat Hotel in 
Newark. “People are interested in life 
insurance,” he continued. “I do cold 
canvassing for prospects, but once a man 
has welcomed me and asked me to sit 
down, I’m not doing cold canvass sell- 
ing.’ 
Mr. Hall has found that people respect 
a life insurance man who is admittedly 
interested in selling them insurance if 
they need it. Most of his sales are made 
on the first interview. He believes that 
people are glad to go ahead and make 
decisions about buying life insurance if 
you help them to understand the facts, 
give them a clear picture of what they 
are buying. Much of the time-wasting 
two-interview sales procedures could be 
handled on the first call if the salesman 
had that objective. Delays are created 
as much by the life underwriter as by 
the prospect. 

Mr. Hall says that resiliency is the 
most important quality in successful cold 
canvass work. Resiliency he defines as 
the ability to bounce back from a nega- 
tive situation with new enthusiasm. 
Asked how he accomplishes so much 
work, Mr. Hall said the big secret is 
not to waste energy on indecision and 
regrets. Have a tested procedure, follow 
it automatically and have confidence that 
results will follow. 


McFadden party were John J. Holahan, 
superintendent of agencies, and James 
EK. McEvoy, regional manager. Others 
attending included these: 

William R. Bonner and William J. Wenzel, 
brokerage managers; Albert Van Eerden, as- 
sistant manager; Christopher T. Coll, Jr., Hol- 
land R. Donan, William E. Haber, Albert P. 
Laroza, Paul R. Leston and John P. Papp, spe- 
cial agents; Paul K. P. Huang, A. J. Fliedner, 
new business; and J. H. Huntington, service 
manager. 





CHARLES M. COLLINS DEAD 

Charles M. Collins, 73, a retired agent 
for the Metropolitan Life Insur: ance Co., 
died recently at his home in Niagara 
Falls, N. Y. He was a native of Canada 
but had lived in this country since 
1902. ; 





$5.5 Million Given to 
Medical Research Fund 


1446 COMPANIES CONTRIBUTED 


LIAA General Counsel E. M. Thore 
Gives Facts on Fund to House 
Commerce Committee 








Washington—The background, objects 
and operations of the Life Insurance 
Medical Research Fund were described 
before the House Committee on Inter- 
state and Foreign Commerce last week 
during the Wolverton Health Inquiry, 
by Eugene M. Thore, general counsel of 
Life Insurance Association of America. 
There are 146 life companies of United 
States and Canada contributing to the 
Fund. 

Mr. Thore told the committee that the 
report now in the hands of the printer 
will show that since its inception the 
Fund has contributed $5,501,000 to medi- 
cal research and to research fellowships. 
During the year ending June 30, 1953, 
the Fund supported 88 research projects 
and approved 92 grants for future proj- 
ects. In addition, it supported 38 research 
fellowship grants. Its receipts during 
this period amounted to $856,000 and the 
disbursements were $814,000. Expenses in 
connection with the Fund were less than 
7%. 


Need for Research Shown 


Since the organization of the Fund, 
1,100 articles have been published de- 
scribing results of research. In addition, 
grants have been made to 97 institutions 
engaged in medical education in 33 
states, the District of Columbia, Canada, 
Puerto Rico and four other countries. 

The outstanding need for control of 
diseases of the heart and arteries is 
shown by the fact that over 50% of all 
deaths at all ages are due to causes in 
this category. Cardio-vascular renal dis- 
eases are now the first cause of death 
at all ages over 25. Since the causes of 
heart and arterial disease are unknown 
in most cases, research is the only means 
of obtaining methods of control, The 
Life Insurance Medical Research Fund 
is the largest private Fund engaged in 
this type of research. I am informed 
that results to date have been encourag- 
ing, but not spectacular. The need, how- 
ever, is great. During the year ending 
June 30, 1953, the Fund received 262 
applications, and grants were made in 
the case of 92 of these applications. Since 
its organization in 1945 there has been 
a gradual increase in the size of the 
Fund and the number of companies 
participating. 








man. 


qualifies. 


knows of this advertisement. 


Street, New York 38, N. Y. 








GENERAL AGENT WANTED 
in 
NORTHERN NEW JERSEY 


One of the nation’s leading mutual life insurance companies, 
over 100 years old, with its home office located in New 
England, has this responsible position open for the right 


This excellent opportunity is available for the man with 
proven sales ability and experience in supervision of agents, 
and who has the desire to build a career field organization. 
The position provides excellent income for the man who 


The company is progressive, has attractive career contracts 
and home office training for agents. 


Prompt action is desired. Give full details in first letter. 
You may write in complete confidence as our organization 


Box No. 2202, The Eastern Underwriter, 93-99 Nassau 




































G. L. Hill, N.W. Mut., Weds 
Mrs. Richard V. Hyland Here 





GRANT L. HILL 


Grant L. Hill, vice president and di- 
rector of agencies, Northwestern Mutual 
Life, and Mrs. Richard V. Hyland of 
New York were married here October 
10 at Church of St. Vincent Farrer, 
Father Peter Manning officiating. 

Mr. and Mrs. Hill met through friends 
at a Coronation party in London early 
in June. Mr. Hill’s first wife, the for- 
mer Marcelle Thieren, died nearly five 
years ago. Born in France she lived in 
Antwerp, Belgium. Mr. Hill first met 
her in London when he was a Marine 
Corps lieutenant during World War I 
and when they married in London in 
1920 he was sales manager there for the 
Ingersoll Watch Co. Their son, Grant 
B., who lives in Hillsdale, N. Y., is 
a life insurance agent. 

Mrs. Hyland’s first husband, John 
Pateracki, a New York lawyer, died in 
1948. They had two sons, John, a law- 
yer, and Thomas, a life insurance agent, 
both living in this city. Her second 
husband, Richard V. Hyland, died about 
15 months ago. Mr. Hyland was co- 
founder of the international consulting 
engineering — firm of _ Madigan-Hyland. 
Among the firm’s New York projects are 
Triborough and Whitestone bridges, the 
3elt Parkway, Henry Hudson Parkway 
and reclamation of Flushing Meadows, 
site of the 1939-40 New York World’s 
Fair. 


1953 Examination Results 

E. W. Jamieson of The Prudential, 
who has been secretary-treasurer for the 
past three years of the joint education 
and examination committee of the Insti- 
tute of Home Office Underwriters and 
the Home Office Life Underwriters As- 
sociation, has announced the 1953 exam- 
ination results. A total of 153 papers 
were graded this year, 75 being for Part 
1 of the examination with 54 of them 
successful, and 78 for Part 2, with 50 
successful. Certificates of Proficiency 
were awarded to 49 Home Office Life 
Underwriters who have passed _ both 
parts of the examination. 

The joint education and examination 
committee for 1953-1954 will be as fol- 
lows: Robert B. Caplinger, Southland 
Life, and Edward H. Sweetser of New 
York Life, secretary-treasurer. Other 
members are: David P. Cartwright, Min- 
nesota Mutual; H. E. Harding, North 
American Life; Russell L. Wagner, Na- 
tional Life and Accident, Robert H. 
Woodford, State Mutual Life, represent- 
ing the Home Office Life Underwriters 
Association; and Ward H. Beall, North 
American Life and Casualty; E. Boyd 
Coarsey, Gulf Life; Thomas W. Reed, 
Continental American Life, and Harold 
A. Munson, Guarantee Mutual, repre- 
senting the Institute of Home Office Un- 
derwriters. 
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Wm. R. Harper, Aetna 
General Agent, Dies at 79 


PROMINENT IN PHILADELPHIA 
Joined Company in 1905; Retired Three 
Years Ago; Belonged to 
Many Clubs 





William R. Harper, 79, who retired as 
general agent in Philadelphia of the 
Aetna Life three years ago, died in that 
city on Sunday. 

Born in Thomasville, Ga. he was a 


graduate of Georgia School of Tech- 
nology. His father, William James 
Harper, had served in the Confederate 
Army. Before joining the Aetna he was 
manager of the Walton Cotton Oil Co. 
of Georgia. He joined Aetna in 1905 and 
then left for a time to become first vice 
president of the South-Atlantic Insur- 
ance Co. of Virginia. He then returned 
to the Aetna, becoming for years one 
of its principal general agents. 


Strong Personality 


A dynamic personality, his clients in- 
cluded some of the leading people of the 
city. He also did a large casualty busi- 
ness, one Of his accounts being that of 
American Gas and Electric. Some years 
ago he bought one of the biggest houses 
in a Philadelphia suburb. His clubs in- 
cluded Merion Golf, Merion Cricket, 
Union League and Midday. He was also 
a member of the Masons. Surviving are 
his widow and three daughters. 


Named General Agent for 
Union Casualty & Life 





EMANUEL WINSTON 


Emanuel Winston has been appointed 
by the Union Casualty & Life Co. as 
general agent. The new general agency 
according to Roy A. Foan, vice president 
and director of agencies, will be opened 
at number 4 Fourth Avenue, which is 
on a prominent corner in Mount Vernon, 
opposite the New Haven railroad station. 
The office will be known as the Winston 
Westchester agency. 

Mr. Winston’s personal production has 
averaged over half a million dollars a 
year with the Mutual Benefit Life which 
he joined in 1948 as an associate in the 
Solomon Huber agency. In 1951 he 
missed the Million Dollar Round Table 
by only $15,000. In July, 1950, he was 
selected by the Lee Nashem agency of 
the same company as supervisor and 
training director and where, in 1951, he 
was honored as “Man of the Year.” 
While with Mutual Benefit Life, Mr. 
Winston recruited and trained many 
leading agents, one of whom became a 
member of the Million Dollar Round 
Table in his second year. 


Conn. Mutual Increases 

Connecticut Mutual Life has attained 
an increase of 22.4% for the first nine 
months of 1953, as compared to the same 
period of 1952 which was a record year 
for the company. 

A total of $250,411,829 new business 
has been written for the year to date, a 
gain of $45,798,263 over last year at this 
time. The company has chalked up a 
gain each month thus far. 

The gain in insurance in force for 1953 


through September amounts to $167,619,- 
335, nearly equal to the total gain for 
the year 1952. 

Five leading agencies nine- 
month period are Halsey D. Josephson, 
New York; Henry C. Hunken, Chicago; 
John M. Fraser, New York; Ralph H. 
Love, Hartford; and Melzar C. Jones, 
Los Angeles. 

Of the 80 company general agencies, 
66 are ahead of last year at this time. 


for this 


Supreme Court Sustains 
IW O Dissolution Order 


The U. S. Supreme Court has refused 
to review the lower courts’ decisions up- 
holding New 
Insurance A. J, 
solution against the International Work- 
ers Order because it is Communist domi- 


York Superintendent of 
3ohlinger’s order of dis- 


nated and its activities are in violation 
of the New York Insurance Law. 














year to be exact! 


Various forms, used by policyholders in 150,000 
transactions a year, no longer require a witness’s 
signature. This means it is now easier to: 

Name a new beneficiary . . . request an income 
settlement . . . apply for a policy loan... and 
to transact other business with the company. 
Witnessed forms aren’t all we’ve eliminated to 














No Witnesses ? 


That’s right, Mutual Of New York has just dis- 
missed a whole crowd of witnesses—150,000 a 


improve service for our policyholders. In a further 
effort to make it easier to transact business on a 


personal and confidential basis, the company no 


any of its forms. 


longer requires the notarization of signatures on 


These two changes are evidence of MONY’s 
program of continually striving for more efficient 
service. And changes like these help promote good 
relations among the MONY Field Underwriter, 
his policyholders, and the Home Office. 


| 
—— 





Maura O- New Yor« 


“FIRST IN AMERICA” 
The Mutual Life Insurance Company of New York, Broadway at 55th Street, New York, N. Y. 


WEATHER STAR SIGNALS ON 
TOP OF OUR HOME OFFICE 


GES A ciscdewawes Fair 
COO ek ne unnied Cloudy 
Orange flashing....... Rain 
White flashing....... Snow 
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Marks 30th Anniversary 
With Metropolitan Life 


MALVIN E. DAVIS 


Malvin E. Davis, vice president and 
chief actuary of Metropolitan Life, re- 
cently celebrated his 30th anniversary 
with that company, He has been an 
officer of the company since 1930, and 
is in charge of those aspects of the 
Metropolitan’s actuarial operations which 
relate to personal Ordinary, Industrial 
and A. & H. insurance and annuities. 

After concluding his studies in Wes- 
leyan University in three years with 
Phi Beta Kappa honors, Mr. Davis en- 
tered the actuarial division of Metro- 
politan in 1923. During the early portion 
of his career he was concerned prin- 
cipally with the Industrial part of the 
business, and he attained recognition as 
an authority on Industrial life insurance. 
In 1939 he was a witness before TNEC 
on that subject ; and his book “Industrial 
Life Insurance” was made part of the 
McGraw-Hill Insurance Series and was 
awarded the Elizur Wright insurance 
literature prize for 1944 by the American 
Association of University Teachers of 
Insurance. 

During recent years he has been active 
in many diverse, business-wide activities. 
His discussion of the very complex Sec- 
tion 213 of the New York Law at the 
recent annual meeting of the American 
Life Convention has been a subject of 
especially favorable comment, He cur- 
rently heads the LIAA-ALC Joint Com- 
mittee dealing with the revision of New 
York State’s expense limits for debit 
insurance as well as the joint committee 
of these organizations dealing with New 
York State’s requirements on reporting 
and allocation of expenses. 

A vice president of the Society of 
Actuaries, he is the chairman of the 
Society’s Committee on the Study of the 
Application of Electronic and Allied 
Equipment to office work of life insur- 
ance companies, and also heads the So- 
ciety’s committee which recently made a 
comprehensive study of the company 
experiences on the disability benefits in 
life insurance policies. He is a member 
of the Actuarial Advisory Committee of 
the Veterans Administration. A few 
vears ago he built a lovely house in 
Bermuda, but his many responsibilities 
have so far kept him from deriving 
much pleasure out of its use. 


To Hear H. Ladd Plumley 


H. Ladd Plumley, president of the 
State Mutual Life Assurance Co., will 
be one of the featured speakers to ad- 
dress the New England Conference on 
Social Security, October 27. This re- 


gional meeting, sponsored by the Cham- 
ber of Commerce of the United States, 
will be held at the Somerset Hotel in 
Boston. 





Home Life Opens Syracuse, 
Los Angeles Group Offices 

The opening of Group offices in Syra- 
cuse and Los Angeles has been an- 
nounced by Home Life of New York. 
The Syracuse office is under the super- 
vision of Joseph F. Dara, Home Life 
district Group representative. This office 
will serve clients in Rochester and Buf- 
falo as well in the Syracuse area. Robert 
W. Crosson, newly appointed district 
Group manager, will be in charge of the 
Los Angeles office. Prior to the estab- 
lishment of this addition to Home Life’s 
field organization, Mr. Crosson super- 
vised the company’s Group insurance ac- 
tivities in the Baltimore and Washing- 
ton, D. C., areas, Bernard F. Smith has 
been fens district Group representa- 
tive to succeed Mr. Crosson in Balti- 
more. 

Home Life also reports the assignment 
of district Group representative Vivian 
F. Cooper, Jr., to the company’s regional 
Group office in Atlanta. Mr. Cooper, 
who has been with Home Life’s Group 
sales department for over four years, 
will be responsible for the further de- 
velopment of Group business in and 
around Atlanta and Greensboro, North 
Carolina. Now supervising Home Life’s 
Group office in Louisville is James H. 
Althaus, district Group representative, 





Ben Chapman Made Manager 
For State Mutual at Alabama 


Ben Chapman, former major league 
baseball star, has been appointed agency 
manager for the State of Alabama by 
State Mutual Life. Mr. Chapman’s ap- 
pointment and the opening of this new 
office in Birmingham is a part of State 
Mutual’s program of agency development 
in the South. 

Mr. Chapman grew up in Birmingham 
and during his 25 years in organized 
baseball, both as a player and manager, 
he and his family maintained a perma- 
nent home in that city. He is active in 
several civic organizations, devoting 
much time to boys’ groups. 

He became associated with the com- 
pany’s John M. Hammer agency in 
Tampa a few years ago and established 
an outstanding sales record in personal 
production. 





who has recently returned from active 
military service in Korea. 

Opening of Group offices in Syracuse 
and Los Angeles, and these shifts in 
personnel now enable Home Life to 
broaden further its services to present 
clients as well as to firms contemplating 
the expansion of existing benefit pro- 
grams, or the installation of an employe 
Group plan. 
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“Mind if I hang this calendar right under the clock — We find 
it gets more attention there!” 


Seek and Get 
Attention 


Bankerslifemen 


Whether it is a preferred position for a calendar or adequate 


time in an interview, Bankers/ifemen seek and get attention. 


The quality of materials they use in presenting attention- 


warranting proposals is a real aid to these Bankers/ifemen. 


In addition, the soundness of their proposals and the values 


in the contracts they present justifies the attention they seek. 


The fact that Bankers/ifemen earn attention is just one 


more reason they are the kind of life underwriters you like 


to know as friends, fellow workers or competitors. 


BANKERS 


COMPANY 


DES MOINES, IOWA 











Gilmore Dinner 


(Continued from Page 1) 


part of his career frequently sold policies 
in Bridgeport. 


Zimmerman Toastmaster 


As toastmaster part of Mr. Zimmer- 
man’s chore was to ask some diners to 
About half of those present 
Because of Mr. 
Zimmerman’s former residence here he 
had no difficulty with his identities, even 
knowing some of the policyholders. An 
sridgeport, a city with hun- 


take a bow. 
were thus recognized. 


anomaly in 





ROBERT C. GILMORE 


dreds of business and industrial execu- 
tives, is that not only has it a mayor who 
is a Socialist, Jasper McLevy, but he is 
constantly reelected. Not being able to 
attend the dinner the mayor was repre- 
sented by John Shenton, city treasurer. 

Principal guest speaker was Bruce 
Palmer, new president of Mutual Bene- 
fit Life who ex xpressed the pleasure of 
his organization in the recognition given 
to Mr, Gilmore by being elected presi- 
dent of the nation’s principal associa- 
tion of life insurance agents. 


Palmer Stresses God Citizenship 


In an eulogy of Mr. Gilmore, Mr. Pal- 
mer said the latter represented the best 
type of citizenship in a community which 
he had proven by his participation in so 
many civic and other community activi- 
ties. This was followed by a talk on the 
general subject of citizen responsibility 
in which the Mutual Benefit Life’s presi- 
dent emphasized the essential importance 
of business people paying close attention 
to their city, state and national govern- 
ment. He thought it a sad commentary 
that so many executives who have so 
much at stake in preservation of our pri- 
vate enterprise system should sit idly by 
and not make their views known and 
at the same time so often neglect their 
duty at the polls. He gave figures gath- 
ered by researchers illustrating lethargy 
in voting at the polls and he cited as 
an example of what militant citizens 
with public interest at heart can do by 
describing the manner in which Chicago 
citizens of the best type organized and 
were victorious in a Chicago Congres- 
sional district election. 

Among other speakers were Lester O. 
Schriver, David B. Fluegelman, Connec- 
ticut Mutual Life general agent who re- 
cently was president of NALU; and 
Frank Wagner of the Connecticut De- 
partment. 

Mr. Gilmore, the last speaker, thanked 
those present for the interest they were 
showing in him and by turning out in 
such large numbers. 

During the evening Mr. Gilmore was 
presented with some gifts including a 
portfolio case. 
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Pacific Mutual Makes 
Changes in Home Office 


SAMM DIRECTOR OF CLAIMS 





Swinnerton Claims Dept. Manager; Lit- 
sey, Johnson, Helphand Also Figure 
in Company’s Promotions 





In a series of key personnel home 
office changes Pacific Mutual Life has 
promoted several staff members to new 
managerial responsibilities. 

Harry Samm, Pacific Mutual claims 
department manager since 1947, has been 
advanced to the post of director of 
claims. Douglas K, Swinnerton, hereto- 
fore manager of the planning and co- 
ordinating department, now has _ been 


HARRY SAMM 


named manager of the claims depart- 
ment. 

Worley Litsey has been promoted to 
the position of methods analyst in the 
planning and coordinating department, 
and his previous responsibilities as Group 
insurance production supervisor are now 
taken over by Group Assistant Secretary 
Clyde Johnson. 

Ben Helphand, associate actuary, has 
been selected to succeed the late Alwin 
Lewis as manager of Pacific Mutual’s 
actuarial department. 





September Life Purchases 

September purchases of life insurance, 
amounting to $2,758,000,000, brought the 
aggregate for the first nine months of 
the year to $26,605,000,000, some 18% 
more than a year ago. The September 
figure, reported by the Life Insurance 
Agency Management Association, com- 
pared with $2,589,000,000 in September of 
last year, and $1,923,000,000 in Septem- 
ber, 1951, 

Purchases of Ordinary life insurance 
in September were $1,774,000,000, or 11% 
over September a year ago. 

Industrial life insurance bought in 
September amounted to $519,000,000, an 
increase of 3% over the corresponding 
month last year. 

New Group life insurance amounted to 
$465,000,000 in September, a decline of 
4% from September a year ago. These 
represent new Groups set up and do 
not include additions under Group insur- 
ance contracts already in force. 

In the first nine months of the year, 
total life insurance purchases were 18% 
higher than in the first nine months of 
1952. Ordinary life insurance bought ac- 
counted for $17,363,000,000, an increase of 
18% over last year. Industrial life insur- 
ance purchases represented $4,805,000,000 
of this year’s nine-month total, an in- 
crease of 7% from last year, while new 
Group life insurance amounted to $4,- 
497,000,000, a rise of 31% from the first 
nine months of last year. 





Prudential Appointments 

Managerial appointments affecting both 
eastern and mid-western offices of The 
Prudential’s mortgage loan organization 
have been announced at the company’s 
headquarters in Newark. 

Stuart 
Prudential’s Empire State mortgage loan 
regional office in Buffalo, N. Y., is now 
in charge of mortgage loan activities in 
Philadelphia. He takes over the post 


Dawson, former manager of 


formerly held by Elmer Hosking, who 
has been named general manager and 
who will supervise mortgage loan activi- 
company’s mid-America 
home office in Chicago. 

S. Raymond Supplee has been pro- 
moted from production manager of 
Prudential’s lowa-Nebraska regional of- 
fice in Omaha to replace Mr. Dawson 
as regional manager in Buffalo. His posi- 
tion in Omaha will be filled by Russell 
R. Harris, promoted from supervising 
appraiser in Philadelphia. 

Mr. Dawson has been identified with 
Prudential’s mortgage loan work since 
1946 when he joined the company in 
Kansas City, Mo. In 1948 he was ap- 
pointed assistant manager in charge of 
loan production for the New England 


ties for the 





Appoint H. E. Hecker 


Appointment of Herbert E. Hecker as 
regional supervisor of The Prudential’s 
Illinois regional headquarters at Chicago 
was announced. Mr. Hecker succeeds 
John S. Marden, CLU, who is now 
manager of the agencies service division 
for the mid-America operations, 

With Prudential since 1933, Mr. 
Hecker held positions in Newark home 
office until 1951 when he switched to 
the sales field as an agent in New Jer- 
sey. He was among the company’s lead- 
ing agents in the area and was appointed 
head of the Pitman, N. J., sales office 
in 1952. 

The Illinois regional office supervises 
the activities of 32 district offices 
throughout the state. Its 1,335 district 
agents service upwards of $13 billion of 
in-force insurance and last year pro- 
duced $147,245,212 of new business. 





area, a post from which he was assigned 
to the Empire State office in Buffalo. 

Mr. Supplee, who also joined the com- 
pany in Kansas City in 1946, has been 
production manager in Omaha for six 
years. 

Mr. Harris has been associated with 
Prudential’s mortgage loan office in 
Philadelphia since joining the company 


in 1934. 


Dr. Montgomery President 
Medical Directors Assn. 


Dr. Richard C. Montgomery, medical 
officer of the Manufacturer’s Life Insur- 
ance Co., Toronto, was elected president 
of the Association of Life Insurance 
Medical Directors at its 62nd annual 
meeting at Hotel Statler, New York, 
October 14. He succeeds Dr. Earl C. 
Bonnett, medical director of the Metro- 
politan Life. 

Other officers elected were: 

President-elect, Dr. Richard L. Willis, 
chief medical director, Mutual Life of 
New York; vice president, Dr., Ralph R. 
Simmons, medical director, Equitable 
Life of lowa; secretary, Dr. Henry B. 
Kirkland, medical director, The Pruden- 
tial; treasurer, Dr. J. Grant Irving, 
medical director, Aetna Life; editor of 
proceedings, Dr. James R. Gudger, medi- 
cal director, Mutual Life of New York. 

The 63rd meeting of the association 
will be held at the Royal York Hotel, 
Toronto, October 13, 14, 15, 1954. 


WALTER T. STEELE DEAD 
Walter T. Steele, 64, an insurance 
agent for the Metropolitan Life in To- 
ronto, Ont. for 14 years, died recently 
in Niagara Falls, Ont. where he had 
lived in recent years. 











BYRON NORTON 


In late 1946 our national 
advertisement quoted 
Byron Norton of Anderson, 
Indiana, as saying: “It is 
18 months since I joined 
Franklin. Thanks for the 
opportunity you gave me. 
After making a living, I 
have paid for our home, 
bought a new Dodge (for 
cash) made several hundred 
dollars of improvement on 
our home, bought $10,000 
life insurance, received 
$8,000 of free Franklin 
group insurance, and have 
$5,000 on deposit with the 
Franklin. (By the way I 
don’t need the money. 
Can I leave it as an 
interest-bearing account?)” 
















“Equal to a $62,000 Single 
Premium Immediate Annuity” 


James A. Hands, Vice President 
The Franklin Life Insurance Company 


Springfield, Illinois 


Dear Jim: 


I enjoyed visiting with you in your office the other day, and re- 
hashing old times, particularly the wonderful improvement leading 
to my present comfortable financial condition. I realize that my story 
is by no means spectacular, but to me it is certainly gratifying. 


As you know, I joined the Franklin in March, 1945, after twenty 
years of previous life insurance experience. In 1947, my first renewal 
year, my renewals amounted to $988. Here’s how they have grown 
since then: 


OMIT Si edie a hides Pandas. WA OG edie apa $1,400 
Mea Ata Sia tre snichly aie at eget wales maravenk 1,900 
BPN 52a a ae Waddie ale ae etch Rowse aes 2,595 
Faia ebec asap ooo re ara ed Bier dl gla eimuwa are 2,907 
FOR ih Ss oaiciwlinwnsd oelieidaae cedar 3,530 
In 1953 they should exceed ....... $4,000 


Remember that during these eight Franklin years I have enjoyed 
an average income of $12,000, and in that short period of time have 
built up financial security for myself and my family of over $300 per 
month (renewals) which is equivalent to owning a $62,000 single 
premium immediate annuity—at age 53. 


I’m a happy man, as I wrote you once before. 


Lhe Friendly 


FRANIKILIN IF 
SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 
Over a Billion Four Hundred Million Dollars of Insurance in Force 


CHAS. E. BECKER, PRESIDENT 


Anderson, Indiana 


(Signed) Byron Norton 
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Life Insurance Agency Management 


Association’s Chicago Program 


The eighth annual meeting of the Life 
Insurance Agency Management Associa- 
tion will be held at Edgewater Beach 
Hotel, Chicago, November 9-13. The 
program will start with a public infor- 
mation forum, “How Advertising Pays 
Off for Us,” in which five companies 
will tell of their advertising program 
results. That will be followed by a de- 
scription of the current situation in 
Washington of particular interest to 
life insurance companies, the speakers 
being Eugene M. Thore, general coun- 
sel, Life Insurance Association of 
America, and Robert L. Hogg; executive 
vice president and general counsel, 
American Life Convention. Speaker at 
the luncheon on first day of convention 
will be Dr. F. Cyril James, principal and 
vice chancellor of McGill University, 
Montreal. 

At the afternoon session Grant L. Hill, 
president of the LIAMA, will address 
the convention. He will be followed by 


a panel on the theme, “What's Hap- 
pening in the Market Place,” chairman 
of the panel being Lewis W. S. Chap- 
man, CLU, LIAMA director of company 


relations. 
Other Sessions 


Presiding at general session the sec- 


ond day will be W. Rankin Furey, CLU, 


executive vice president, Berkshire. 
Speakers will be John L. Bennett, CLU, 
president, Life Underwriters Association 
of Canada; Frank B. Maher, vice presi- 
dent, John Hancock; Clifford L. Morse, 
CLU, secretary and director of agencies, 
Phoenix Mutual; and S. Rains Wallace, 
Jr., director of Research, LIAMA. 

M. K. Kenny, CLU, will preside at 
second day’s general session. Speakers 
will be Robert C. Gilmore, Jr., presi- 
dent, NALU; E. J. Moorhead, associate 
actuary, New England Mutual; James E. 
Rutherford, vice president, Prudential; 
and this session will conclude with a 
presentation of the Northwestern Mu- 
tual’s drama, “Starlight” which has 
made a hit at meetings all over the 


country. 

Grant L. Hill, CLU, 
Northwestern Mutual, 
vember 12 general session which will 
feature a “new manpower” symposium, 
the speakers being Alvin B. Dalager, 
senior vice president, Equitable Society; 
Charles H. Heyl, agency vice president, 
Bankers of Nebraska; Charles H. 
Schaaff, CLU, vice president, Massachu- 
setts Mutual; and Harold I. Weir, CLU, 
assistant general manager, London Life. 
Other features of convention will be 
conferences or forums on training and 
compensation. 


president, 
presides at No- 


vice 





Manhattan Life Passes 
$400,000,000 in Force Mark 


Manhattan Life has passed the $400,- 
000,000 mark for insurance in force, a 
record high for the company, the home 
office has announced. The figure repre- 
sents a gain of 13% since January l, 
1953, when the in-force was $354,570,000. 
In the past ten years, the company’s 
insurance in force has more than tripled. 

New insurance written during the first 
nine months of this year was $66,581,000, 
the highest in company history. 


Life Department Manager 
For J. I. Kislak Named 


Appointment of Sheldon H. Ellowitch 
as manager of its life insurance depart- 


ment, was announced by J. I. Kislak, 
Inc., of Jersey City, Newark and Hack- 
ensack. 

Mr. Ellowitch recently resigned his 
post as agency supervisor in the Newark 
office of Massachusetts Mutual Life. He 
entered the life insurance field in 1939 
at Wilkes-Barre, Pa., with The Pruden- 


tial. A graduate of the Wharton School 
of Finance of the University of Penn- 
sylvania, he received his Chartered Life 
Underwriter designation in 1951, He 
served as first lieutenant in the First 
Infantry Division and was wounded dur- 


ing the invasion of France. He is a 
resident of Springfield, N. J. 

Mr. Ellowitch will fill the post left 
vacant with the untimely passing of 


formerly assistant 


Kislak Life 


William F. Friedman, 
vice president of the J TI. 


Agency. 


Ray Weins Leaves Equitable 

H. Weins, vice president, 
Life Assurance Society, has 
the Society. 


Raymond 
Equitable 
retired from 


Occidental Rate Manual 

Occidental Life of California has pub- 
lished a streamlined edition of its rate 
manual containing its most widely sold 
plans as a convenience for its agents, 
it was announced this week at the com- 
pany’s eastern regional convention in 
Chicago. 

To enable the agent to find necessary 
information in the shortest possible 
time, the book is arranged by age in- 
stead of sections, Under each age is 
given the annual, semi-annual, quarterly 
and monthly premium rates for 18 of 
Occidental’s largest selling non-partici- 
pating cash value and level term plans. 
Rates are shown with and without waiver 
of premium and total disability. Cash 
values and paid up insurance are shown 


at the end of 5, 10, 15 and 20 years, 
and at ages 60 and 65. 
Income protection and family income 


are also included, showing every income 
protection period for each age and ap- 
proximately every third family income 
period for all three riders. 

In addition, Occidental’s accident and 
sickness policy with a heart and mort- 
gage protection plan III are included. 

In the back of the book which is one- 
fourth the thickness of Occidental’s 
standard rate manual, are settlement op- 
tion tables, tax information, height and 
weight tables, and other important in- 
formation. 
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MASSACHUSETTS 
INDEMNITY 
INSURANCE CO. 


BOSTON 


THE FINEST IN 
NON - CANCELLABLE 
DISABILITY INSURANCE 





Insurance to provide income in 
the event of disability is 


THE FOUNDATION OF ALL 
SOUND INSURANCE PROGRAMS 


Add this vital protection to every 
Life Insurance Program 


50 East 42nd Street 


LOYAL ATKINSON 
Branch Manager 

- New York 

MU 7-5212 








HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 
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“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
Chicago, Ill. 
32 Court Street Brooklyn 2, N. Y. 
TRiangle 5-7362 














F. W. Hill Vice President 
And Managing Dir., Crown 


F. W. Hill, vice president and actuary, 
Crown Life, has been made vice presi- 
dent and managing director. He has 
been with the company since 1913. 


Brooklyn Branch to Meet 
At Hotel Towers Nov. 5 


The opening meeting of the Brooklyn 

3ranch of the Life Underwriters’ 
the City of New York, 
which was scheduled to be_ held 
Thursday, October 29, 1953, at 2 
in the Hotel Towers, Brooklyn, has been 
changed to Thursday, November 5, at 
2:15 p.m. at the same hotel. 

The program will feature Harry K. 
Gutmann, CLU, agent, Mutual Life, 
Kassoff, speaking on, “The Fears That 
3eset Us,” as previously announced. 


Asso- 
Inc., 

on 
p.m. 


ciation of 


Assistant General Agent 


Appointment of Paul B. Strom as as- 
sistant general agent of the Chase & Co. 
general agency of Aetna Life at Pitts- 
burgh, Pa., has been announced by H. H. 
Chase, general agent. 

ky Strom has been agency assistant 

Aetna Life’s home office in Hartford, 
ee he has served as an instructor in 
the company’s life insurance schools, 

Mr. Strom joined the Aetna Life in 
1947 as a representative of the Omaha, 
Neb., general agency, and subsequently 
was ‘promoted to agency supervisor. 

A native of Elgin, Neb., Mr. Strom 
attended the Lincoln School of Com- 
merce and served in the Army during 
World War II 





General Agent 





HERB DAVIS 


Life ¢ Annuities ¢ Group ¢ Disability Benefits © Pension Trusts 





é 








LARRY CAMPS 


110 East 42nd Street, N. Y. C. 





Bankers Life Manager 





BE. J. ROHRBACH 


Earl J. Rohrbach has been named 
agency manager of the new agency that 
Bankers Life of Des Moines is establish- 
ing in Trenton, N. J. Mr. Rohrbach has 
been field supervisor in the comps uny’s 
eastern district since January, 1951, and 
formerly was a full-time salesman in the 
Philadelphia agency. 

Mr. Rohrbach joined Bankers Life in 
February, 1949. In his first year in the 
business he qualified for the $300,000 
Honor Volume Club. In 1950 he ranked 
in fourth place among all the company ’s 
salesmen in production of new business. 

Born at Topton, Pennsylvania, Mr. 
Rohrbach attended schools there and at 
Emmaus where he was graduated from 
high school. He was graduated in 1939 
with a B.S. degree in physical education 
from the Pennsylvania State Teachers 
College and later attended Bucknell Uni- 
versity where he majored in education. 
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Mutual Trust General Agents 
Assn. Holds Two-Day Meeting 


Bernard S. 3ergen, 3ergen-Eiber 
agency, Brooklyn, served as chairman of 
the annual two-day meeting of the Mu- 
tual Trust Life General Agents’ Asso- 
ciation, held last week here at the St. 
Moritz Hotel. The first day was an edu- 
cational meeting, devoted to the theme 
“Building Successful Men.” Speakers 
this year represented various fields 
which gave the members of the associa- 
tion a broad outlook and a first hand 
report from key men of other indus- 
tries. 

Speakers included Gerard B. Tracy, 
manager of the Midtown agency, The 
Prudential; Mr. Whitkin, of the Klein 
Institute of Aptitude Testing; Will A. 
Foster, vice president in charge of ad- 
vertising and sales promotion, Borden’s 
Cheese; Dr. John Cotton, instructor in 
psychiatry at Cornell University Medical 
College; Lester Krugman, advertising 
manager for Bulova Watch Co. 

Mr. Tracy, who was a special inves- 
tigator with the FBI from 1942 to 1948 
serving in Washington, San Francisco, 
New York and Honolulu, said that he 
looks for FBI qualities in prospective 
agents, that is, faith and confidence in 
his own ability, belief in life insurance 
and interest in people. “Today, unfor- 
tunately,” Mr. Tracy said, “Too many 
young men have been conditioned by 
the very spirit of the times to ask in 
the initial interview such employment 
questions as: ‘What is the guaranteed 
salary ? How much at retirement and 
how soon? Is it an eight-hour day?’” 
Mr. Tracy feels that in the initial inter- 
view, young men should be prompted to 
inquire as to the opportunities in the 
future. 

Company Leader 


Mr. Tracy led his company nationally 
in production in 1949, his first year in 
the business, and in 1951 became a Life 
and Qualifying member of the Million 
Dollar Round Table. He is now on the 
board of directors of the Ex-F BI Agents 
Society, a member of the Sales Execu- 
tives Club of New York, Columbia Uni- 
versity Club and a member of the Car- 
dinals Committee of the Laity. 

Mr. Foster, whose talk was very well 
received by the group, told of the obli- 
gations that sales and advertising ex- 
ecutives must be prepared to assume. He 
traced the story of progress through 
salesmanship, going back to when the 
pyramids of Egypt and the theatres of 
early Greece were built. He followed 
through on this theme to modern man, 
who he said, has never been satisfied 
and has always sought better a 
for a higher standard of living, and < 
a result of these developments it is aa 
sible for us to advance to new high levels 
of comfort, convenience and earning 
power, 

To achieve success in selling and ad- 
vertising, Mr. Foster offered the follow- 
ing: Be a conservative optimist always, 
return to quality standards, and remove 
fear from your heart. “Be ever ready 
to try the new and better product or 
service when your advance research indi- 
— a reasonable chance of success,” he 
said. 


Quality Standards 


About quality standards, Mr. Foster 
said, “let’s return to quality standards in 
our product, in our service, in our living 
and in our citizenship. We've frequently 
wandered away from these standards on 
which our greatness is built. “Quality,” 
he continued, “is never an accident. It 
is always the result of high intention, 
sincere effort, intelligent direction and 
skillful execution; it represents the wise 
choice of many alternatives, the cumula- 
tive experiences of many masters of craft- 


manship. Quality also marks the search 
for an ideal after necessity has been 
satisfied and mere usefulness achieved.” 

Concluding Mr. Foster said that our 
problems are man made and can be man 
corrected. Sound sales planning and di- 
rection can still expand the American 
economy and provide employment of 
40% of an ever growing population. 

Mr. Krugman told the Mutual Trust 
general agents that to be better insur- 
ance men they would have to be better 
business men, better promotional men 
and better merchandisers, to forge ahead 
of the competition. “Whether your home 
office spends their money in consumer 
advertising or not is of no concern,” he 
said, “but you as business men, should 
recognize the fact that because compe- 
tition for the consumer dollar grows 
keener each day, your job becomes 
tougher. Perhaps this is the time you 
must become more aggressive. The time 
you should adapt merchandising tactics 
from other fields.” 

Another promotional tool that should 


be used, Mr. Krugman said is publicity 
and public relations. You have to sell 
confidence in yourself, your men, and 
your company, he remarked, and it 
should be given important consideration, 
because it is the most important facet 
of your operation. 

Concluding, Mr. Krugman said that 
whether you recognize the need or not, 
aggressive promotion will be the key to 
writing more insurance, and that extra 
business which promotion brings, may 
one day be the difference between a 
struggling business and a highly suc- 
cessful one. 


Bernard Bergen Honored 


The second day of the meeting was de- 
voted to a business meeting at which 
only general agents were present. Ray- 
mond Olson, Mutual Trust Life presi- 
dent, addressed the group at a luncheon 
which followed. Highlight of the lunch- 
eon was the presentation of a scroll and 
a record player to Mr. Bergen, who 
served as president of the General 
Agents Association a the past year. 
New officers of the General Agents As- 
sociation are Harold H. Rapalee, Elgin, 
Ill., president; William F. Grof, Boston, 
first vice president; Jerome O. Ware, 
Milwaukee, second vice president; and 
Arthur L. Tiedemann, New York, secre- 
tary-treasurer. 





x 
x 
nes 
t 


















FOUNDED 


R ‘Ryde eee 
R, J. Se ‘co ee imei 


COMPANY OF IOWA 


IN 1867 IN DES MOINES 


to the eight field 


associates upon whom the 
American College of Life Under- 
writers conferred the CLU desig- 
nation in August at the 64th 
annual NALU convention: 


A Dee . .Minneapolis 
A. N. Caines, GA......... Waterloo 
E. N. Conklin, GA......... Syracuse 
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Elvin H. Connarroe Dead 





ELVIN H. CONNARROE 


Metro- 
politan Life’s Policyholders Service Bu- 


Elvin H. Connarroe, manager, 


reau, died of a heart attack in his office 
October 15. Born in Philadelphia he at- 
tended University of Pennsylvania and 
was a first lieutenant in World War I. 
After service under Governor Pinchot of 
Pennsylvania as director of the budget 
and secretary of the Commonwealth he 
entered the industrial accounting field in 
Philadelphia with S.K.F. 
joined Metropolitan in 1917, his work 


Industries. He 


being principally in connection with ren- 
dering service to Group policyholders. 

Outside of insurance he had been vice 
president of American Management As- 
sociation ; and president and chairman of 
board of National Office Management 
Association, winning in 1945 the Leffing- 
well medal for outstanding contributions 
in field of office mangement. He lectured 
extensively before business organiza- 
tions; py’ at one time on faculty of 
School ot Commerce, New York Univer- 
sity. He is survived by his widow; three 
sons, two daughters, three brothers and 
a sister. 


C. E. Benson Advanced 


Clifford E. Benson was advanced to 
supervisor of policy loans for Connecti- 
cut Mutual Life, it was announced by 
President Peter M. Fraser after a recent 
meeting of the board of directors. 

Mr. Benson joined the company in 
1922. His assignments included a period 
in the accounting as yigee net and sev- 
eral years as cashier of the company’s 
Minneapolis agency. On cotaanieg to the 
home office in 1931, he entered the policy 
loan department and for many years was 
assistant to the head of the departm ent. 
Last year he was made an officer of 
the company when he was promoted to 
asssistant supervisor of policy loans. 


Made Brokerage Specialist 

William B. Newnam, a native Iowan, 
has been appointed brokerage specialist 
for Connecticut General Life’s recently 
opened Seattle, Washington brokerage 
office. Mr. Newnam joined Connecticut 
General in May, 1951, after previous 
employment as a special agent for a 
New York insurance company. Until 
this transfer, he was a brokerage spe- 
cialist at the Connecticut General’s 
Larkin Agency in New York City. 

Before entering the insurance field, he 
was a newspaper photographer for the 
Washington, Iowa, Evening Journa! and 
was sales representative for a Los An- 
geles paper company. 
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LOMA Graduates Hear 
William P. Worthington 


HOME LIFE OF NEW YORK HEAD 


Emphasizes Importance of Balanced 
Operations of a Company at First 
Fall Meeting of Society 
Management efficiency in the home 
office requires an acceptance by the 
personnel at all levels that there is no 
most important department and 
individual’s job is significant to 
success, William P. 
Worthington, president, Home Life of 
New York, said last night, speaking be- 
fore the first fall meeting of the Society 
of LOMA Graduates, held in “ home 
office building of the Home Life. Edward 
F. Moran, assistant secretary of that 
company, is this year’s president of the 

Society. 

Answering the question, “What Is the 
Most Important Department in a Life 
Insurance Company?” Mr. Worthington 
said that each and every department is 
important in the balanced operations of 
a company 

“A company cannot function without 
all departments and ez ach has its distinct 
role to play in operations,” he said. 
“What is often interpreted as an empha- 
sis on one department is actually a re- 
flection of certain person ities or an 
outside misinterpretation of the organi- 
zational set-up of the company. The 
truth is that any company which hopes 
to remain successful and continue its 
growth and expansion, must develop a 
balance of organization which gives 
equal rating to all departments.” 

Mr. Worthington also stressed the 
need of considering people as individuals, 
rather than job-holders. 


one 
every 
the organization's 


Importance of Individuals 


“It is important that executive and 
supervisory personnel pay attention to 
the importance of each individual, con- 
stantly stressing the role of each job 
right down to the smallest in the office,” 
he pointed out. “Doing this will help 
bring the routine job out of the area 
of monotony and will give each worker 
a feeling of ‘belonging’ to the group. 
The healthy business organization is 
much like the human organism, We have 
to realize that every ‘department’ of the 
body and every individual part of it is 
essential for efficient, smooth-functioning 
operation. Above all, we must remember 
that in business, as with the individual, 
we cannot get along without the heart.” 

The value of “How are you doing?” 
interviews was stressed by the Home 
Life head, who said that business organi- 
zations are — to get a man highly 
enthused as to his job outlook when he 
is hired, Sve thy to have the worker become 
lost as a cog in the production machinery 

oe man or woman does not join an 
organization to further the specific ob- 
jectives of the company,” Mr. Worthing- 
ton said. “He took the job because it 
held promise of furthering his individual 
and family ambitions. It is important, 
therefore, that management check with 
the worker periodically to see that he 
is fulfilling those ambitions and is con 
tent with the progress to date. Without 
such periodic irk up, the worker can 
readily lose his original enthusiasm and 
look to other fields. This can mean lost 
efficiency and an unnecessarily high 
turnover, 

“The life insurance 
a fine job of sustaining this job-enthu- 
siasm among field forces; now the busi- 
should do as good a job in the 
offices. Such a program could add 
to the economy of home office 
through increased productiv- 


bes iness has done 


ness 
home 
materially 
ope rations 
ity. 


PRUDENTIAL DISTRICT MANAGER 
Stanley S. McVey, regional supervisor 
of The Prudential in the western home 
office, Los Angeles, has been appointed 
manager of the company’s Mission dis- 
trict in San Francisco, Calif. He started 
his business career in the Rocky Moun- 
tain district as agent in January, 1933. 








HEARD on the WAY | 











At the luncheon meeting of Life In- 
surance Association of America which 
will be held at the Waldorf Astoria 
Hotel during second week of December 
the speaker will be Governor Dewey of 
New York State. 


Mary Foster Barber, assistant vice 
president, and Evelyn Shuler, director of 
public information, Penn Mutual Life, 
were among 10 Philadelphia business 
women selected last week for tribute and 
special honors as outstanding in their 
fields. Miss Barber was chosen for spe- 
cial recognition in the field of insurance 
and Miss Shuler in the field of public 
relations. The presentation of silver trays 
as achievement awards to the honored 
guests took place at a dinner at the 
Barclay in Philadelphia on Thursday, 
October 15. The impressive ceremony 
was a feature of National Business 
Women’s Week and the dinner, at- 
tended by 250 guests, was held under the 
auspices of the Business and Profession- 
al Women’s Club of Philadelphia. The 
awards covered the fields of public serv- 
ice, law, insurance, civic affairs, nursing, 
public relations and humanitarian activi- 
ties, with one woman chosen for top 
honors in each category. 

About 80% of people in business and 
industry do their work well and lose 
little time through tardiness, sickness, 
or the like, Dr. Lydia G. Giberson, per- 
sonal adviser, Metropolitan Life, told 
the American Management Association’s 
national office management conference 
at the Hotel Astor on October 14. The 
other 20% become the “problem em- 
ployes” or “misfits,” she said. 

A major type of problem employe, 
according to Dr. Giberson, is the psycho- 
neurotic, an emotionally immature indi- 
vidual with definite fixation of attention 
upon himself and emotional reactions far 
out of proportion to his difficulties. The 
attitude of inferiority, the chronic fault 
finder, the over-dependent employe, the 
day dreamer, the worrier, the chronically 
nervous, the excessively fatigued—all be- 
long in the medical group roughly termed 
hysterical, and they account for the larg- 
est percentage of all time lost from 


ULCER CASES 


One attack without hemorrhage Stand- 
ard after one year with premium waiv- 


er. Equally liberal on others. 


Charles Champion Edwards 
Agency 
Manhattan Life Insurance Co. 
551 Fifth Ave., N. Y. 17, N. Y. 
MUrray Hill 2-7330 


Policyholders, 


* 


M. O. Doolittle, President 





work because of illness. It is important 
to catch these symptoms early, she cau- 
tioned. 


leaders of Northern 
business and 


than 700 


insurance, 


More 
New Jersey’s 
civic circles gathered at a_ birthday 
luncheon in The Prudential Insurance 
Co.’s Home Office on October 13 in ob- 
servance of the company’s 78th anniver- 
sary. 

Passing through an informal receiving 
line, they were greeted by President 
Carrol M. Shanks, Executive Vice Presi- 
dent Harold M. Stewart, CLU, and Vice 
Presidents George E. Potter and Fred- 
erick H. Groel. 

The buffet- style luncheon was held in 
the company’s 18-story W ashington 
Street building just 2 stone’s throw from 
the old basement office on Broad Street, 
Newark, which served as the company’s 
first headquarters. 


not 
ad- 
this 


The Reader’s Digest, 
accept advertising, is 
vertisement of the John 
month. 

This is the third 


which does 
reprinting an 
Hancock 


time the Reader’s 
Digest has selected one of the John 
Hancock American Folk series to re- 
ceive its “Advertising cum laude” award. 
A tribute to the American newspaper re- 
porter, the advertisement appeared last 
March in Life, Newsweek, U. S. News 
and World Report. 

Last February, the Hancock received 
the “cum laude” designation for its 
Abraham Lincoln advertisement, “He 
was everybody, grown a little taller.” In 
June, 1950, the company’s Luther Bur- 
bank advertisement, “He found a secret 
in the flowering earth,” received the 
same honor, 

Since the advertisement cum laude 
award was initiated six years ago, The 
Reader’s Digest has considered nine ad- 
vertisements worthy of republication. 

The Utica Life Underwriters Associa- 
tion held a meeting in Utica recently to 
launch participation of the life insurance 
fraternitv in the Community Chest cam- 
paign. Nearly 300 are participating. 
Uncle Francis. 








What Makes a 
TOP-NOTCH BROKERS' AGENCY? 


Proudly we offer a Favorable 
Atmosphere: 
Stimulating Sales Ideas . . . Fully 
Vested Commisions . . . Retirement 
Plan without Forfeitures 

Agency, Inc. 


Continental Assurance Co. 
Chicago, Ill. 


Samuel D. 


ROSAN 
76 Wm. St., N. Y. 5, WH 3-7680 











New and Progressive 


LIFE INSURANCE WITH Up-to-the-MINUTE 
ACCIDENT & HEALTH 


PROTECTION CREATES GOOD-WILL - - - 


The Priceless Ingredient Necessary for Success with... 
Agency Representatives 


Interesting Agency Contacts Available to Good Producers 
EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Home Office: Jamestown, N. Y. 
NEW YORK OFFICE: 60 EAST 42nd Street 


- HOSPITALIZATION 


and Company 


* 


P. E. Tumblety, First Vice President 





Union Labor in Kentucky 


Union Labor Life has been licensed to 
conduct the business of life insurance 
and accident and health in the state of 
Kentucky. This brings to 18 states and 
the District of Columbia in which the 
company is admitted to do business, 

The states previously entered are: 
Connecticut, Delaware, Illinois, Indiana, 
Maine, Maryland, Massachusetts, Michi- 
gan, Missouri, New Hampshire, New 
Jersey, New York, Ohio, Pennsylvania, 
Rhode Island, West Virginia and Wis- 
consin. 





Training 
Aids 
P.P. BURNETTE, Pacific M 
General Agent at Norfolk, 
1950, has doubled his 


agency production annually for 
“My agency 


since 


the past 3 years. 
building pattern is tightly tied 
into Pacific utual’s new 
audio-visual program for get- 
ting good men into production 
fast,” says Burnette. “Here’s a 
Paceatstetetartslemeuctbeltet-an corey aati 
geared to top- flight agency 


development.” 


Pacific 
Mutual 


LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 


1868 


- ACCIDENT & HEALTH 
GROUP 


Gigs 
RETIREMENT PLANS - 
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Two-Year Record Made 
By White & Winston 


U.S. LIFE GENERAL AGENTS 





Ranked Fifth This Year Among Agen- 
cies of Company for Ordinary Life; 
Big Group Ins. Writers 





William P. White and Alfred H. Win- 
ston, who operate the insurance agency 
of White & Winston, Inc. at 271 Madi- 
son Avenue, New York, completed their 
second year of successful operation as 
veneral agents of United States Life on 
October ‘is 

During their second year they have 





William F. White (left) 
and Alfred H. Winston 


more than doubled their first year ordi- 
nary life production by paying for 
$3,250,000. This paid-for volume gave the 
agency fifth place among all the agencies 
of the company world-wide for ordinary 
life. Best month’s record was in August, 

1953, when White & Winston on a paid 

basis topped all other United State Life 

agencies. 

In group production the agency sur- 
passed its first year’s record of $425,- 
000 in premiums and now has over $1,- 
000,000 of Group life and casualty pre- 
miums on its books. As a matter of fact, 
White & Winston, Inc. recently received 
from the home office the first place 
award as the agency producing the larg- 
est number of group cases for the U.S. 
Life during the past year. 

The agency also has built up a sub- 
stantial premium volume in commercial 
accident and sickness business. 

Careers of Partners 

Mr. White who specializes in group 
business and handles that end of the 
agency, is a University of Maryland 
graduate. He was a fighter pilot in the 
Naval Aviation Corps during World War 
II, joining United States Life in Sep- 
tember, 1948, as home office group super- 
visor. The following May he was made 
director of group sales and service and 
did a first rate job in business develop- 
ment. P rior to joining U.S. Life he had 
3Y years’ experience exclusively in the 
group sales field. 

Mr. Winston who handles the ordinary 
life and A. & H. business of the agency, 
was graduated from St. Lawrence Uni- 
versity in 1937 and joined U. S. Life the 
same year. He has had 16 years’ experi- 

ence in sales and sales management 
work. His first managerial assignment 
with the company was as manager oO 


Buffalo Assn. “Who’s Who” 


The Buffalo Life Underwriters Asso- 
ciation recently issued its 1953-54 “Who’s 
Who.” The handy 16-page booklet con- 


tains a complete roster of members, 1953 
MDRT members, National Quality award 
winners, companies represented and 
companies doing surplus business. 

Also included are officers of the asso 
ciation, directors, 1953-54 committees and 
a list of past presidents and honorary 
members, 





its Cuban branch office in Havana. A 
local company was subsequently formed 
there and Mr. Winston became its first 
president. About 1950 he returned to 
New York and joined Chapman-Staple- 
ton, Inc., general agents of U.S. Life, 
as an agent. He was one of its leading 
personal producers when he left in Oc- 
tober, 1951, to join forces with William 
P. White in the present agency partner- 
ship. 

White & Winston, Inc. has been built 
solely on brokerage and surplus line 
business, and the partners both feel that 
the broad coverages offered by USS. 
Life have been of substantial help to 
them in their successful operation to 
date. 


New York CLU’s to Meet 


W. Eugene Hays, CLU, general agent 
of New England Mutual in Boston, and 
a new trustee of the American College 
of Life Underwriters, will be the featured 
speaker at the first luncheon meeting 
of the year of the New York City CLU 
Chapter. The meeting will be held at 
the Hotel Martinique on October 28. A 
record number of 63 new Chartered Life 
Underwriters in the metropolitan area 
will be presented with their diplomas by 
Mr. Hays. 


Loans $2,500,000 to Oil Co. 


The Lawton Oil Corp., independent oil 
producing company with producing acre- 
age in Arkansas, New Mexico and Texas, 
has placed with the Mutual Life of New 
York a $2,500,000 5% secured note due 
in 1960, it has been announced. 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS OMAHA 











All-Western Regional 


Eleven general agencies of the North- 
western Mutual Life held their sixth all- 
western regional meeting in San Fran- 
cisco recently. Featured on the program 
was a report from the Milwaukee home 
office, presented by President Edmund 
Fitzgerald. 

Other home office participants in the 
program were Grant L. Hill, vice presi 
dent and director of agencies; Roe 
Walker, superintendent of agencies; Dr. 
G. F. Tegtmeyer, medical director ; Laflin 
C. Jones, administrative ‘assistant; 
Robert Templin and Charles B. Mc- 
Caffrey, assistant directors of agencies 

General agents G. E. Morrison of In- 
dianapolis, and J. Lowell Craig of Mil 
waukee, were guest speakers. Chairman 
of the program was Loring O. Felch, 
special agent in Oakland, Calif. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 














©LNL 










Making Money with the Money Plan 


Lincoln National agents throughout the land have increased their earn- 
ings with the LNL Money Plan. This simplified programming technique in 
package form is built around a visual 


approach and presentation which gets 


results. 


The 


Lincoln National's Money Plan is 
another reason for our proud claim 
that LNL is geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 
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Asst. Supt. of Agencies 
For Philadelphia Life 





ALAN L. SMITH 


Alan L. Smith has been appointed as- 
sistant superintendent of agencies for 
Philadelphia Life, William Elliott, presi- 
dent has announced. Mr. Smith’s re- 
sponsibility will be directing the com- 
pany’s home office agencies. 

Starting his insurance career in Sep- 
tember, 1940, Mr. Smith was in the gen- 
eral insurance business until May 1943 
when he entered the Army. He served 
with the 88th Infantry Division in Italy 
and was discharged in 1945. Immediately 
after his discharge in October he joined 
the Home Life in Philadelphia as a per- 
sonal producer until July, 1947. In 
August of that year he was appointed 
an assistant manager working extensive- 
ly in all phases of recruiting, training, 
and direction of new men. 

In Janury, 1952, Mr. Smith joined the 
Philadelphia Life. He served in the 
capacity of regional director for Dela- 
ware County and lower Delaware Valley. 
In this capacity he built an active agency 
force in the area, developed brokerage, 
and maintained his existing client build- 
ing activity. 

A graduate of Penn State College and 
a native of the Philadelphia area, Alan 
Smith is a past vice president of the 
Philadelphia Junior Chamber of Com- 
merce, and past president of the Beech- 
wood Civic Association in Havertown. 
He is also active in the Union Methodist 
Church in Brookline. In addition, he is 
a member of the Life Underwriters As- 
sociation, Life Insurance Trust Council, 
and the General Agents and Managers 
Association. 


Hancock District Changes 

The John Hancock has announced 
several changes in the field force of its 
district agency department. Matthew C-. 
MacFadden, Jr., regional supervisor of 
the company’s north central territory, 
has been appointed district manager of 
the uptown Chicago office, succeeding 
Gerard A. Brillon, who returns to his 
native state of Rhode Island as district 
manager at Woonsocket. Mr. MacFad- 
den, who formerly served in the Bridge- 
port and Stamford districts, has had 
many successful years of service as 
agent, assistant district manager and re- 
gional supervisor. 

Succeeding him as supervisor of the 
north central territory is Lester A. 
Regione, assistant district manager of 
the Hancock’s uptown Chicago office. 
Mr. Regione, who has been with the 
company since 1935, has been many times 
a qualifier for the John Hancock’s 
President’s Club, an organization of top 
district agency producers. At present he 
holds number one position in the club. 





General Agents, Managers 
Conference, NALU, to Meet 


A meeting of the executive committee 
of the General Agents and Managers 
Conference of NALU will be held at the 
Edgewater Beach Hotel, Chicago, on 
November 9. Newly elected Chairman 
Ray H. Wertz, Lincoln National, Detroit, 
has called the meeting for the purpose 
of discussing over-all plans for the year. 
Special attention will be given to mem- 
bership promotion, the program for the 
next National meeting to be held in 
March at New Orleans, and to the 
Group Study Course program now get- 
ting under way in many local managers’ 
associations. 

The meeting has been timed to coin- 
cide with the annual meeting of the Life 
Insurance Agency Management Associa- 
tion because of the common interests 
and objectives of the two groups. 

In addition to Mr. Wertz, those in at- 
tendance will be Vice Chairman M. L. 
Camps, John Hancock, New York; Vice 
Chairman Judd C. Benson,, Union Cen- 
tral, Cincinnati; Secretary John D. 
Moynahan, CLU, Metropolitan, Chicago; 
and Immediate Past Chairman John D. 
Marsh, CLU, Lincoln National, Washing- 
ton, D. C. Two leaders from Chicago are 
also expected to be present. These are 
Earl M. Schwemm, CLU, Great-West 
Life, chairman of the Study Course pro- 
gram, and Henry W. Persons, Mutual 
Life, chairman of the convention attend- 
ance committee. 








held confidential. 





REGIONAL GROUP MANAGER WANTED! 


Here is exceptional opportunity for right man to become associated with 
well-known midwest company, which is expanding group insurance operations. 
Applicant needs minimum two or three years’ experience with large group 
writing company. Age, 30 to 40 preferable. New and existing territories 
open. Salary open. Give full details in first letter. All information will be 


Address Box 2205, The Eastern Underwriter, 93 Nassau 
Street, New York 38, N. Y. 











N. Y. Ass’n Officers Meet 
With Company Officials 


The finance committee and officers of 
the New York State Life Underwriters 
Association met recently with the presi- 
dents and representatives of the New 
York State domiciled life insurance 
companies. 

Frank B. Alberts, president of the 
State Association, said that it is con- 
templated that further discussions will 
be held between the leaders of the 
State Association and the National As- 
sociation on the New York plan for com- 
pany cooperation. In the meantime con- 
sideration is being given to contributions 
by the domestic New York companies 
to the State Association on a temporary 
and non-membership basis. 
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For Jr. Executives 


Young Professionals 


U. S. Life’s INDEPENDENCE PLAN gives 
full, low-cost protection during life expec- 
tancy period—plus a trio of valuable con- 

























Highly useful for “Key Man” cases . . . and 
for all clients who need substantial coverage 
at low-cost NOW, with the right to “change 


too. 




















horses” later on. Cash and Paid-Up values, 


EXTRA! You can also add the special $50 a 
month per $1,000 income rider. 


Call your U. S. Life agency or write home 
office for details. 
































Manager at Baltimore 


Harry Carlson 


ROBERT L. HOFFMAN 


Appointment of Robert L. Hoffman as 
manager of the Baltimore agency of 
Union Central Life has been announced 
by Vice President and Superintendent of 
Agencies Wendell F. Hanselman. Mr. 
Hoffman assumed the duties of his new 
post October 1, succeeding former Gen- 
eral Agent Richard L. Hyde, who has 
decided to devote his entire time to per- 
sonal production. 

Mr. Hoffman’s life insurance sales ex- 
perience dates back to 1935. In that year 
he joined Provident Mutual in Philadel- 
phia as an agent. He represented Massa- 
chusetts Mutual in that city from 1944 
until the present. Two years of this 
time were spent as agency supervisor. 
Lately, he has served as district manager 
in nearby Doylestown, Pa., where he 
built an outstanding production record. 

A native Philadelphian, Mr. Hoffman 
graduated from Frankford High School 
and attended the Wharton School of 
Finance of the University of Pennsyl- 
vania. In addition, he has taken special 
courses in business insurance and estate 
planning. Prior to his life insurance con- 
nection, he was employed for five years 
in the trust investment department of a 
Philadelphia bank. 


Named by Pacific Mutual 


Appointment of Edward W. Lowes as 
an additional home office representative 
in the St. Louis Group office of Pacific 
Mutual Life was announced. Formerly 
he was on the Pacific Mutual Group staff 
at Detroit. i 

According to Ralph J. Walker, vice 
president in charge of Pacific Mutual’s 
nationwide Group operations, the St. 
Louis office is one of the most progres- 
sive of the company’s 19 Group insurance 
units throughout the United States, an 
Mr. Lowe’s transfer there is in line with 
staff expansion needs resulting from the 
rapidly growing volume of Pacific Mu- 
tual Group insurance in the area. 
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Marks First Anniversary 





Norman T. Carson, left, congratulates 
General Agent Myron I. Specht 


The Myron I. Specht agency of Se- 
curity Mutual Life of Binghamton, N. Y., 
with offices in Brooklyn, recently held 
a dinner celebration, in observance of 
the agency’s first anniversary. Guest 
speaker, representing the home office, 
was Norman T, Carson, the company’s 
agency vice president, who paid tribute to 
Mr. Specht for his excellent production 
record, and announced that the agency 
had achieved its paid-for production 
quota from the company in the first nine 
months of this year. 

Mr. Carson also outlined briefly, the 
growth of Security Mutual, particularly 
in the past ten years. He pointed out 
that Security Mutual has been doing 
business for 67 years and in the last ten 
has placed more in force than the first 
57 years and have also quadrupled the 
assets. 

Mr. Specht attended New York Uni- 
versity, studying business administration 
for two and a half years, until his 
schooling was interrupted by the war. 
He entered the Army in 1943 and served 
until 1946, with the Criminal Investiga- 
tion Department of the Military Policy 
at the Port of Embarkation, New Or- 
leans and Oak Ridge, Tenn., where he 
received the Presidential Unit citation. 

Mr. Specht is active in the affairs of 
the Life Underwriters Association of 
the City of New York and has served as 
a member of the faculty of the agents 
training program. 


John Hancock School 


Forty-two assistant district managers of 
the John Hancock completed an intensive 
two-week course in advanced underwrit- 
ing and agency management at the John 
Hancock home office in Boston. Director 
of the school was Edwin P. Gunn, CLU, 
manager of field training. 

In the course of the school, the 30th 
of its kind sponsored by the company, 
the assistant district managers reviewed 
such fields as recruitment and selection 
ot agents, advanced methods of training 
and supervision, methods of prospecting 
and selling, settlement options, social 
Security legislation, employe benefit 
plans, and business insurance. 

_ Instructing the class were the follow- 
ing regional supervisors: Matthew C. 
MacFadden, Jr. Alfred W. Rhodes, 
CLU, Fred Scott, Jr., and Gordon A. 
Simonsen. Speakers from the district 
agency department were Vice President 
Frank B. Maher; Second Vice President 
George B. Thompson, Jr.; Director of 
Agencies Robert E. Bagot; Comptroller 
of District Agencies Donald Bruce; Dis- 
trict Agency Secretary Edward J. Doyle, 
Jr.; Supervisor of Agencies Maurice F. 
Hungerville; Supervisor of Agencies 





Thomas B. McRann, CLU; and Manager 
Clifford M. Martin. Officials from many 
other departments also took part as 
guest speakers. 





CLU Teachers Conferences 


Over 150 CLU teachers in the western 
half of the United States will meet in 
four regional cities for special CLU edu- 
cational conferences sponsored by the 
American College of Life Underwriters. 
The four, two-day meetings, to be held 
over the next five weeks in San Fran- 
cisco, Fort Worth, Chicago and St. 
Louis, are designed to afford these CLU 
teachers an opportunity to discuss the 
newest techniques of instruction and to 
learn of the latest developments in the 
Chartered Life Underwriter educational 
program. 

Among those attending the confer- 


ences will be many people from the field 
of higher education. As Davis W. Gregg, 
dean of the American College, points 
out: “While the primary purpose of 
these meetings is to help teachers im- 
prove the effectiveness of their CLU in- 
struction, these conferences will also pro- 
vide an excellent opportunity for college 
teachers, business school deans, and life 
insurance people interested in insurance 
education to meet and discuss problems 
common to both of these institutions.” 

Similar conferences for teachers in the 
eastern half of the country are contem- 
plated for the fall of 1954. 


May Now Date Back in N. H. 


Insurance Commssioner Donald Knowl- 
ton of New Hampshire has sent to all 
life companies doing business in that 
state copy of a ruling permitting the 
dating back of life insurance policies 
for a period not in excess of six months. 
This ruling reads: 

“Upon the specific request signed by 
an applicant for life insurance, the com- 
pany may issue a policy with an effec- 
tive date not more than six months 
prior to the date of the policy applica- 
tion.” 





What better evidence that 
NORTHWESTERN MUTUAL TRAINING 





vouumed 





personal letters. 


salesmen. 


following attendance at this school. 


to 30 months to complete. 








NORTHWESTERN MUTUAL’S 


5-Phase Educational Program 


1. Short Course. The new agent is given 2 to 4 
weeks of personal tutoring. The text used and the 
sales techniques employed have been evolved from 
many years of successful agent training. 


2. Organized Personal Progress Program: 
The new agent charts his progress in field work 
through weekly reports and adds to his fund of 
knowledge through weekly study material. The 
Home Office Educational Division guides his im- 
provement through appropriate comments in weekly 


3. Intermediate Course. The agent gets per- 
sonal practical experience in programming proce- 
dures. He prepares his own presentations based on 
case studies of actual sales by the Company’s top 


4., Career School. Agents who qualify by demon- 
strated aptitude come to the Home Office to receive 
intensive instruction from officers and specialists of 
the Company. Outstanding records have been made 


5. Advanced Training. This is the finest and 
most comprehensive course that has been developed 
for the life underwriter. It covers Estate Planning, 
Business Life Insurance, Pension Trusts, Estate 
Taxes & Liquidation, Gift Taxes, etc. Requires 18 


company. 











helps bring success? 


| 5 5 Northwestern Mutual agents won 


membership last year in the MILLION DOL- 
LAR ROUND TABLE . 


the No. 2 and 3 companies combined. 


© 
289 Northwestern Mutual agents 


have earned the coveted degree of CHAR- 


.. almost as many as 


TERED LIFE UNDERWRITER...a greater number 


proportionately than any other life insurance 


6 
637 Northwestern Mutual agents 


have qualified for the NATIONAL QUALITY 
AWARD this year. 97.0% of all the business 
written by these agents during the past two 


years is still in force. 


One important reason such excellent records 
are set, year after year, by agents of this 
Company is its Educational Program. It is 
this program, carrying through every stage 
of the agent’s development, that contributes 
greatly to the outstanding success of so many 
Northwestern Mutual men... to their high 
reputation in the profession...and to the 
name of Northwestern Mutual itself as ““The 


Career Company.” 


The NORTHWESTERN MUTUAL Life Insurance Company 


ESTABLISHED 1857 * MILWAUKEE, WISCONSIN 
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On October 12-14 Connecticut Mutual 
Life concluded a series of four regional 
conferences for its representatives with 
a meeting in Colorado Springs, Colorado. 
Other conferences were held at Macki- 
nac Island, Michigan; Whiteface, New 
York; Virginia Beach. 

Raymond W. Simpkin, agency vice 
president, reviewed the increases which 
were made in the company’s commission 
schedule last January and announced 
further adjustments in commissions and 
agents’ benefits which will be made at 
the first of the year. 

Liberalize Agents’ Contract 


Mr. Simpkin also announced further 
liberalization in the agents’ contract, 
stating that in addition to the vesting 
of the deferred firsts and two 10's, the 
company would also vest 3-5’s_ for 
agents who have had five years of con- 
tinuous service with the company. He 
said this same schedule of vesting would 
apply in event of death prior to five 
years. 

Minimum death benefits under the 
company’s retirement plan will be in- 
creased from $2,000 to $2,500 with a 
maximum of $5,000. 

Contributory group 
benefits ranging from $2,500 to $15,000, 
on a sliding scale according to income, 
will become effective January 1. 

Vincent B. Coffin, senior vice president 
of the company, reviewed the history of 
the agent’s contract and the company re- 
tirement plan for agents. He pointed out 
some of the difficulties which had to 


insurance with 


be overcome and also some of the strong 
points which exist today. 

George F. B. Smith, executive vice 
president, discussed the company’s finan- 
cial position and traced its growth and 
development over the past 25 years. He 
pointed out that the increased earnings 
had benefited materially all elements in 
the company—the policyholder, the field 
and the home office staff. 

Horace R. Smith, superintendent of 
agencies, presided on the second day of 
the conferences. Speaking on, “America 
is in the Money,” Mr. Smith said that 
today more families than ever before 
have extra income to enjoy luxuries and 
at the same time can save for the future. 

“Individual holdings of bank deposits, 
government bonds and life insurance are 
at new record levels,” he pointed out. 
“Growing private pension funds are add- 
ing new layers of protection on top of 
the Social Security program that now 
covers 50 million American families. 

“The average, not the exceptional 
family, is started in the building of 
a small estate. This means better living 
now, a more comfortable old age and 
something to pass along to dependents 

“Family debts are high, but not stag- 
gering,” Mr. Smith continued. “The bal- 
ance sheet is definitely on the black 
side. If we check off family debts against 
family assets, we find that the total net 
worth of our American families exceeds 
$750 billion. Even families with incomes 
of $3,000 have an average net worth of 
$6,000, authorities estimate, and for all 
families the net worth averages in excess 
of $10,000. 

“Any way we look at it, there is a 
lot of good property in the hands of 
American families. The figures are get- 
ting higher by the month and there is no 
sign that any reversal will come in the 
immediate future,” Mr. Smith said. 


Round Table Discussion 


Mr. Smith served as moderator of a 
round table discussion on sales methods. 


Connecticut Mutual Regional 


Nine agents from each region made up 
the panels, revealing the sources of their 
best leads, their pre-approach techniques, 
and the methods used by each in closing 
their sales interviews. The panel mem- 
bers averaged $2 million of insurance in 
force each, and more than five years of 
field experience. 

The third morning of the sessions was 
devoted to a discussion of advanced sales 
with E. A. Starr, superintendent of 
agencies, as chairman. He was assisted 
by Paul A. Hoeffer, assistant counsel, 
and Ralph J. Chittick, attorney. 

Questions were invited from the floor 
on pension and _ profit-sharing plans, 
business insurance, estate planning and 
related tax problems. 

Last year 30% of the company’s total 
volume was in the field employe plans 
and business insurance, indicating the 
great interest agents have in this phase 
of life insurance. 

“Every concern, small and large, will 
some day have either a pension or 
profit-sharing plan,” Mr. Starr said. “Of 
six million business concerns, about 20,- 
OCO. have qualified plans which means 
there is a huge potential volume of busi- 
ness remaining. 

“Probably keyman plans present the 
greatest opportunities for the majority 
of agents. An employer may buy key- 
man insurance for many different rea- 
sons. The primary objective is indemni- 
fication, but secondary objectives include 
such things as credit, salary continuation 
or widow’s benefits, keyman retirement, 
stock retirement, accumulating of sur- 
plus and profit-sharing plans,” Mr. Starr 
remarked. 

Mr. Hoeffer answered questions on tax 
regulations and developments in the 
Jenkins - Keogh bill. Mr. Chittick spoke 
on income tax and deferred compensa- 
tion contracts. 
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Manager West Texas Agency 
Great Southern Life Insurance Co., 
Houston, Texas, announces the appoint- 
ment of Louis N. Thomas, CLU, as 
manager of its West Texas agency, with 
headquarters in Abilene, Texas. 

Mr. Thomas, formerly manager of. the 
Great Southern’s Northwest Texas 
agency, was released from active duty 
in the U. S. Navy on October 8, after 
serving two years at the Charleston, 
S. C., naval base, with the rank of 
lieutenant commander. 

During his last tour of duty, Thomas 
completed all the required examinations 
and was awarded the CLU at the 1953 
conferment of the American College of 
Life Underwriters. 


Bankers of Iowa Increases 

New business issued and paid for in 
Bankers Life of Des Moines, Iowa, for 
the month of September totaled $19,- 
533,569, an increase of almost 9% over 
the same month last year. Of this total 
$11,565,586 was for Ordinary insurance 
and $7,967,983 was Group. 

Volume for the first three quarters of 
the year totaled $154,773,178 with 
Ordinary accounting for $107,277,901 and 
Group totaling $47,495,277. Ordinary 
sales were 7% ahead of last year. 

Insurance in force reached an all-time 
high. Total life insurance in force at the 
end of September stood at $1,891,182,886 
with Ordinary at $1,425,216,612 and Group 


at $465,966,274. 








Non-Cancellable, Guaranteed Renewable 
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Clifford F. Daley Joins 
Medill A. & H. Agcy. in N.Y, 


CLIFFORD F. DALEY 


Clifford F. Daley recently joined the 
Medill A. & H. agency, 220 West Forty- 
second Street, New York, which repre- 
sents the Continental Casualty and the 
Empire State Mutual Life. Designated 
associate general agent, Mr. Daley is 
in full charge of the expanding life de- 
partment of the Medill agency which has 
already established a reputation produc- 
tion-wise among New York’s largest A. 
& H, agencies. 

Mr. Daley, World War II veteran with 
two and a half years of overseas service, 
attended College of the City of New 
York prior to the war. He has been in 
the life insurance field since 1946 and 
received his early training with the Equi- 
table Society. For the past three years 
he has served in a large midtown New 
York agency as assistant to the general 
agent. 


Wolfson Agency Itcrease 

The S. S. Wolfson agency of Berkshire 
Life in New York continues its lead for 
the first nine months in the company. 
This represents an increase of 19% over 
production of similar period of 1952. _ 

This is the 25th anniversary year ot 
the agency. 


FRANKLIN MANN DIES 

Franklin Mann, retired general agent 
for Northwestern Mutual Life in Oma- 
ha, Nebraska, died there recently. He 
was appointed general agent in 191], 
previously serving as a Statistician in the 
company’s Chicago office. He retired 
in 1938. 


CUNDELL AT DAYTONA BEACH 

Henry G. Cundell, who has had many 
vears’ experience as a_ life insurance 
agent and supervisor in New York City, 
is now located in Daytona Beach, Fla. 
He represents The Prudential as an 
agent at 718 Broadway, Daytona Beach, 
and his home is at 326 Seaview Avenue 
that city. 
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John Hancock Leaders 





Left to right—Morton Y. Bullock, III, 


CLU, Baltimore; Joseph N. Desmon, 
CLU, Buffalo, and Willis F. Davis, Louis- 
ville. Mr. Bullock sold policies to a 
greater number of individuals than any 
other Hancock y ones during the conven- 
tion year; Mr. Desmon was the leader 
in premium, and Mr. Davis was leader in 
Ordinary volume. 


General Chidlaw Tells 
Of Air Defense Situation 


The two important things which have 
prevented a Russian attack upon the 
United States so far have been the threat 
of retaliation which exists in the nation’s 
Strategic Air Command and the growing 
preparedness of the United States to 
defend against such an attack, General 
Benjamin W. Chidlaw, Commander of 
the United States Air Defense Com- 
mand, told the annual meeting of ALC 
recently in Chicago, 

“It is my personal conviction,” 
eral Chidlaw said, “that the threat of 
the stronger retaliatory blow presented 
Strategic Air Command, our 
together with the 


Gen- 


by our 
offensive air effort, 
possibility that the Air Defense Com- 
mand could prevent a_ hostile attack 
upon us from being a complete success, 
from achieving complete destruction, 
have been the main deterrents from an 
attack to date. It is also my conviction 
that at such time as the Soviet reaches 
the conclusion that an attack against us 
has all likelihood of success, that attack 
will be launched. And if it is launched, 
even though we prevent it from being 
completely successful, the damage to life 
and property will be appalling. 

“From a purely defensive standpoint, 
the Air Defense Command cannot now, 
nor will we in the foreseeable future, 
be able to promise a 100% perfect, im- 
pregnable defense against a determined 
air attack launched against us in great 
force. 

“It is my function, however, to inform 
the people of our nation who may be 
looking to me and my command _ for 
complete protection against the Russian 
air threat that limitations do exist. I 
feel confident that when it becomes fully 
apparent to our national leaders that an 
adequate degree of protection cannot be 
provided within the limit imposed, the 
Present restrictions will somehow be re- 
laxed. President Eisenhower, in a re- 





cent speech in Boston, has stated that 
‘the enemies of freedom are equipped 
with the most terrible weapons of 
destruction’ and in order to deal with 
this threat ‘there is no sacrifice, no la- 
bor, no tax, no service, too hard for us 
to bear.’ 

“Life insurance companies spend mil- 
lions annually for advertising to help 
reduce accidents, to prevent disease. It 
is in your interest to do so. for this is 
repaid in lower death rates. Consider 
the effect on your mortality tables if 
several million people are suddenly killed 
in a bombing attack, if your investments 
are wiped out with the destruction of 
billions of dollars worth of property. I 
ask you to look to your own self interest 
and see if it does not lie in helping 
prevent this attack against us, by help- 
ing keep our people fully aware of the 
danger and bolstering their determina- 
tion to face the problem calmly and ob- 
jectively and to participate actively in 
its solution.” 


Some of Speakers Featured 

“Even life underwriters do not always 
realize what an excellent property life 
insurance is until they are in a position 
to study and evaluate their own life in- 
surance estates,” John Hancock’s Presi- 
dent Paul F. Clark told a meeting of 
general agency leaders held in Chicago. 

In an interesting, factual demonstra- 
tion of his own life insurance estate, 
Mr. Clark showed how its values had 
met the test, not only of time but of 
change of circumstance. 

“You don’t have to look in the news- 
paper every day to see how your life 
insurance is doing,” he said. “Measured 
against other forms of property, life 
insurance always looks good—but when 
other investments are disappointing, it 
looks better.” 

Stressing the fact that salesmanship 
alone is not enough to raise the life in- 
surance business to its highest useful- 
ness in our economy, R. Radcliffe Mas- 
sey, vice president of the John Hancock 
general agency department, told the 
agents, “Despite the billions of dollars 
on the books of life insurance companies 
—we are a distressingly underinsured 
nation. And I am optimistic enough to 


believe that the knowledge of life insur- 
ance which you and you alone can bring 
to your prospects will eventually nar- 
row the gap between the need for what 
you have to sell and the amount of life 
insurance protection of the average fam- 
ily.” 

He told the group “As life insurance 
salesmen, you have a big advantage over 
every other type of salesman. There are 
customers who know more about the 
product than an automobile salesman; 
there are clients who understand the 
stock market better than the customer’s 
man; there are people who can cook 
better dinner than the chef at their 
favorite hotel; but practically nobody 
you call on knows as much about life in- 
surance as you do.” 

In a discussion of the Hancock sales 
material, Charles W. Hoover, manager 
of sales promotion of the Hancock’s gen- 
eral agency department, made an an- 
alogy between selling life insurance and 
flying, relating tne sales material to the 
engine of a plane which produces the 
power. “Stick to your basic selling 
needs,” he told the group, “using new 
sales material as an addition not as a 
substitution. Beware of any idea that 
seems so good and powerful that it will 
completely disrupt your basic method of 
selling.” 

During the meetings General Agent 
M. L. Camps, New York City, gave a 
comprehensive and practical talk on 
prospecting, and General Agent Harry 
H. Welsh, Jr., Kansas City, acted as 
moderator 1n a lively panel discussion 
on Day Time Selling. 

Other speakers on the program were 
Charles J. Zimmerman, managing di- 
rector of Life Insurance Agency Man- 
agement Association, and Arthur H. 
Motley, president of Parade Publica- 
tion, Inc. Also featured were Hancock 
agents Howard F. Roeding, Jr., Roch- 
ester, “A Sales’ Process”; Bernard L. 
Frazer, Chicago, “Simple Programming” ; 
Clare G. Sharkey, Jr., ,Dayton, “Two In- 
terview Progr :mming” : P. Hicks Daniel, 
Jr., Fort Worth, ‘ ‘Permanent Mortgage 
Insurance” ; John Howell, New York, 
‘Answering Objections”; and Edward G. 
Thomas, Colorado Springs, of the Den- 
ver agency, Denver, “The Women’s Mar- 
ket.” 


Provident Mutual Life’s 1954 Wall Calendar 








The 1954 wall calendar of the Provi- 


Mutual Life of Philadelphia will 
feature a water-color reproduction, 
“Looking Eastward,” by Ted Kautzky. 
Each calendar will come with an enlarged 
print of the same painting, suitable for 
framing. 

This is the first year the company 
has deviated from its usual calendar of 
six pictures. The artist, who died re- 
cently, was a member of the National 
Academy, the American Water Color So- 
ciety, the Salmagundi Club, the Phila- 
delphia Water Color Club, Allied Artists, 


dent 





Audubon Artists and many other groups. 

Among Mr. Kautzky’s more important 
prizes were the Medal of Honor of the 
American Water Color Society, the Gold 
Medal of the Allied Artists of America, 
and the Award for Distinctive Merit 
given by the Art Directors Club of New 
York 

The 1954 Provident calendar measures 
approximately 17 inches by 23% inches 
and the area of the picture is 10% inches 
by 14% inches. Provident Mutual repre- 
sentatives distribute about 170,000 copies 
of this good will builder each year. 





Agents Make Bastions 
Of Democracy Strong 


VIEWS OF A BOSTON LAWYER 


Edward B. Hanify, Hancock Director, 
Calls Insurance Protection 
Against Welfare State 


Edward B. Hanify, one of Boston’s 
leading lawyers, a director of John Han- 
cock and a member of its new agencies’ 
coordination committee, delivered a stir- 
ring address to the John Hancock Lead- 
ers Convention at the Edgewater Beach 
Hotel in which he pointed out the role 
of the insurance agent in preventing 
the nation from becoming a welfare or 
totalitarian state. 

“You as life insurance agents are not 
merely experts in salesmanship; you are 
not merely trained students of the prob- 
lems of security. You are vital conserv- 
ing forces in the preservation in Ameri- 

can life of the sense of responsibility of 
the free individual,” he said. 


Responsibility for Liberty 


“We have a great clamor today for 
liberty and freedom, but a much weaker 
emphasis on responsibility. Men seek 
freedom of expression, but say little of 
their duty to express truth. 

“Men make much of freedom of in- 
quiry, but sometimes it seems they are 
more interested in thrill of seeking than 
in the responsibility of expounding the 
truths of life and human relations which 
lie at the end of their seeking. 

“They knock at the portals of truth 
as if they had more joy from the sound 
of their knuckles than the opening of 
the door and seeing the vistas beyond. 


Freedom From Anarchy 


“In our type of society we need 
freedom for things as much as freedom 
from things; and this affirmative concept 
of freedom entails the corrective con- 
cept of responsibility. 

“Men are not free to do what they 
will. That is anarchy. Men are not free 
to do whay they must. That is com- 
pulsion. Men are free to do what they 
ought. 

“Your appeal is basically to this 
quality of oughtness to the unusual re- 
sponsibility of men to plan for the pro- 
tection of the family unit they have 
created; for the safeguarding of those 
whom Providence has entrusted to their 
care; for the intelligent, rationa! volun- 
tary ordering of their own lives. 

“Thus, as I see it, is the vital over- 
powering significance of your roles in 
contemporary American civilization the 
stimulation and the conservation of the 
responsibility of the free citizen in deal- 
ing with his most exigent personal prob- 
lems. 


Protecting the Individual 


“Moreover, to the degree that free men 
of their own volition provide for the 
basic problems of life independently of 
governmental decree—to that extent our 
traditional democratic society guards 
against the compulsion of the totalitarian 
state and the blandishments of the 
totalitarian state’s mincing step-sister, 
the welfare state. The larger the area 
of personal life which men wander, your 
stimulation and judicial guidance pro- 
vide expression of their individual sense 
of duty, the stronger are the bastions of 
democracy in America. 

“For these reasons association with 
you is a high privilege and a promise of 
great personal satisfaction.’ 


New LIAA Members 


Four applications for membership in 
the Life Insurance Association of Amer- 
ica were approved by the Association’s 
board of directors. The new Association 
member companies are: Farmers and 
Traders Life, Syracuse, N. Y.; Federal 
Life and Casualty, Battle Creek, Mich.; 
General American Life, St. Louis, and 
Life and Casualty of Tennessee, Nash- 
ville. The Federal Life and Casualty 
Compariy had previously been a member 
from February, 1951 to February, 1952. 
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NEW JERSEY INSURANCE DAY 


New Jersey Insurance Day, held last 
Thursday at the Essex House in Newark 
under sponsorship of the New Jersey 
Chapter of the Society of Chartered 
Property and Casualty Underwriters, 
was a real success. The several hundred 
company officers, fieldmen and _ local 
agents who came to be brought up-to- 
date on selling various inland marine 
insurance lines were tieated to a pro- 
gram of high quality. In addition sev- 
eral men who had won their CPCU 
designations earlier this year were pre- 
sented with their diplomas before an 
audience which sincerely and heartily ap- 
plauded their efforts. CPCU standards 
are set at a high level and those who 
successfully pass the several examina- 
tions fully deserve commendation. 


The Insurance Day program was under 
the general direction of Sydney A. De 
Roner and Garret W. Roerink secured 
the speakers. Ira F. Weisbart, president 
of the CPCU chapter, opened and closed 
the meeting which consisted of a morn- 
ing session devoted to prepared ad- 
dresses, a luncheon at which designa- 
tions were presented, and an afternoon 
question period held down purposely to 
little more than an hour. It could have 
run much longer as those present were 
handing the five speakers a lot of ques- 


tions, 


This clinic on inland marine coverages 
was so arranged that with the morning 
presentation of talks on the revised in- 
land marine definition, installment sales 
floaters, jewelers’ block policies, bailee’s 
customers risks, motor truck cargo and 
transportation risks, those present re- 
ceived excellent sales suggestions on sev- 
eral inland marine lines which develop 
large amounts of premium and which 
are not too easy for agents to under- 
stand. Then they had the luncheon pe- 
riod in which to think out questions. 


The address on the definition of inland 
marine underwriting powers, presented 
by Vice President Bradford Smith, Jr., 
of the Insurance Company of North 
America, contained strong personal views 
which brought brief but definitely con- 
flicting statements from some of the 


other speakers during the afternoon 
question and answer period. 

All this made for a lively interchange 
of ideas, not only on the definition, but 
on other questions from the audience. 
Some of these queries were “hot po- 
tatoes” and hence tossed around rather 
quickly from one panel member to an- 
other. The diversity of views was en- 
lightening as the speakers expressed 
their ideas freely. Thus this Insurance 
Day gathering ended on a high note, be- 
fore interest could start to lag. The 
program was well prepared and well car- 
ried out. One difficulty may be that the 
CPCU group set such a fine standard this 
year it will be challenged severely to do 
better a year hence. 

TRENDS IN INTEREST RATES 

The net rate of interest earned on in- 
vestments by life insurance companies 
in this country has increased one- 
seventh in the past five years, the long- 
est consecutive rise since the turn of 
the century, although the benefit to 
policyholders has been sharply reduced 
by heavy taxes, it is pointed out by the 
Institute of Life Insurance. 

Looking back over the past 100 years, 
the Institute has found that the life 
insurance investment earning rate has 
moved through several cycles of increase 
and decrease. In the early 1850's, the 
rate was in the neighborhood of 5%. 
For the next 25 years, the trend was 
generally upward, with some fairly sharp 
fluctuations, winding up at about 6.5% 
in the mid 1870’s. The ensuing 25 years 
saw a general decline, with the rate 
shortly after the turn of the century 
being about 4.5%. 

During the first quarter of this cen- 
tury, there was another upswing, with 
the rate of the mid 1920’s being not 
much different from that of 75 years 
before. The peak of this period was in 
1923, when the rate was 5.18%. After 
1923, there was a decline to the 1947 
low of 2.88%. Since then, the rate has 
been rising, with 3.28% reported last 
year and a rise expected again this year. 

For most years prior to the 1940’s the 
net rate of interest earned was prac- 
tically the same as the effective rate, 
but in recent years the inroads of Fed- 


Left to right—Judge Lloyd Davidson, Garland Smith, Byron Saunders, Gov. Shivers. 


Gov. Allan Shivers, right, watches as two new members of the Texas Board of 
Insurance Commissioners took the oath of office in special ceremonies October 9 
in the State Capitol at Austin. Judge Lloyd Davidson of the Texas Court of Crimi- 
nal Appeals administered the oath to Garland Smith, new chairman of the board 
and Life Insurance Commissioner, and Byron Saunders, Tyler attorney, who is the 
new Casualty Commissioner. Mr. Smith, who has been Casualty Commissioner, was 
elevated to chairman of the commission, succeeding the late George Butler, and 
Mr. Saunders was named to the casualty post. 





Theo, P. Beasley, president of Repub- 
lic National Life and lay churchman of 
the nation in 1952, has been named 
chairman of the mammoth third annual 
Cotton Bowl Religious Festival, Sunday, 
October 25. As chairman, he will preside 
over the huge religious meeting in the 
State Fair Cotton Bowl stadium and will 
work with the various denominational 
groups participating in the festival. Dr. 
Edward L. R. Elson, pastor of Washing- 
ton’s National Presbyterian Church, 
which President and Mrs. Eisenhower 
attend, will speak and a 550-voice choir 
sing, along with the cappella choir from 
Baylor University. 


* * * 


Edward D. Mitchell, chairman of the 
board of Beneficial Standard Life of 
California, departed recently by air from 
Los Angeles to Hawaii on the first leg 
of a round-the-world tour. Mr. Mitchell 
was accompanied by his wife. Itinerary 
includes Japan, Hong Kong, Bali, India, 
Israel, Rome, Istambul, Greece, Paris 
and London. The Mitchells will return 
to Los Angeles early in 1954. 


* * * 


Bona Arsenault, member of Parliament 
for Bonaventure, Que., has been ap- 
pointed director of public relations of 
Pratte & Cote, insurance brokers of 
Quebec. 





eral income taxes have become appreci- 
able. Last year, for example, the earn- 
ing rate of 3.28% became an effective 
rate of 3.07% after taxes. About half of 
the improvement in yield rate since the 
current upturn began has been offset by 
Federal income taxes alone, not taking 
into consideration state and local taxes. 

The current rise is a reflection of both 
higher interest rates generally and also 
portfolio changes. As a matter of fact, 
the greater part of the improvement thus 
far is probably traceable to portfolio 
changes, as it takes a long time for the 
improved interest rates to be translated 
into over-all earning rates. 


A. Thomas Matthews, president of A. 
T. Matthews and Son, Inc., Watertown, 
N. Y., was honored by the Travelers at 
a 50th anniversary luncheon in Alexan- 
dria Bay, N, Y. 

* * * 

A. B. Cohen, insurance man and com- 
munity leader of Scranton, Pa., who 
marked his 80th birthday recently, 
was honored at a community testi- 
monial in Scranton, sponsored by the 
Scranton-Lackawanna Jewish Council. 


* * * 


George E. Matthews, for 22 years as- 
sociated with the Buffalo, N. Y., insur- 
ance and real estate firm of Gurney, 
Overturf & Becker, has resigned and 
opened his own real estate and insurance 
offices in the Blue Cross Building, 298 
Main Street, Buffalo. 


* * * 


Frank Reeves has become associated 
with the Leon P. Young general insur- 
ance agency, Jamestown, N. Y. Mr. 
Reeves formerly was associated with 
the Jametown office of General Adjust- 
ment Bureau, Inc. 


* * * 


Margaret Divver, director of advertis- 
ing for John Hancock Mutual Life, who 
was named “Advertising Woman of the 
Year” at the June convention of Ad- 
vertising Federation of Amierica, has 
been much in demand on programs of 
advertising groups. She will be a fea- 
tured speaker at the Midwest Inter-City 
Conference of AFA at Edgewater Beach 
Hotel, Chicago, October 23-25. Recently 
she addressed the Advertising Club of 


Boston. 
ee 


Merrill G. Tucker has been elected 
president of the Ottawa, Canada, Insur- 
ance Agents’ Association. 


* * * 


Paul Desmond, special agent for the 
Great American Group, Louisville, has 
resigned his post, and will go to Bellevue, 
Ky., near Covington, to join his brother 
Walter Desmond, in the old Desmond 
agency, which will become Desmond 


Brothers. 
* * x 


Julian D. Anthony, president of Co- 
lumbian National Life, Boston, was re- 
cently elected vice president of the New- 
ton Civic Association. 
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Hawaii Wins Safety Award 


In the picture on this page George 


Traver, manager of public relations, 
National Board of Fire Underwriters, is 
shown making the presentation to Mil- 
ton R. Bigham, president of Board of 
Fire Underwriters of Hawaii, of an 
award, It was in connection with the Na- 
tional Association of Insurance Agents’ 
inter-state fire safety contest. Hawaii 
board is first organization to win it. 
The presentation took place at NAIA 
convention in Washington, D. C. 
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New Skyscraper Home for 
Commercial Credit Co. 


A. FE. Duncan, founder and chairman 
of the board of Commercial Credit Co. 
of Baltimore, announces that the com- 
pany and its affiliates, now located in 
the First National Bank Building, Balti- 
more, will build a skyscraper home in 
that city. The ground has already been 
acquired, fronting on Charles Street and 
running back a full block to St. Paul 
Place. Architects are now at work on 
plans for the new building. 

These plans call for a 15 to 20 story 
building with all modern conveniences, 
including full air-conditioning and sound 
proofing, the latest electrical and light- 
ing equipment, telephone and communi- 
cation equipment, elevators and_escala- 
tors. An employe cafeteria is included in 
the plans as well as a four-story built-in 
parking garage. In addition, Chairman 
Duncan has decided to have rooms set 
aside for training and educational work 
which will be put to good use. 

The proposed new building will bring 
together under one roof all local opera- 
tions of Commercial Credit Co. and its 
affliated companies including two insur- 
ance companies—the American Health 
Insurance Corp. which specializes in hos- 
pitalization insurance, and the Calvert 
Fire Insurance Co. which writes Pen in- 
surance and allied lines. 

Estimated cost of the skyscraper is 
$8,000,000. 





* * * 


Centenary of Wadsworth’s Paper 


American Insurance Digest and Insur- 
ance Monitor of Chicago, editor and 
publisher of which is George W. Wads- 
worth, is celebrating its hundredth an- 
niversary. This is the longest tenure of 
life of an insurance publication. In the 
insurance journalistic field Wadsworth 
has had 55 years’ experience. He has ex- 
clusively owned the paper for 33 years. 
_ His publication began in March, 1853, 
in Wall Street under the name of In- 
surance Monitor. That was a magic year 


as it saw the foundation of some 
great fire insurance companies, includ- 
ing the Home, Continental, Fidelity- 


Phenix, Agriculture and St. Paul Fire 
and Marine. Founder of the Monitor, 
Tom Jones, Jr., had been an insurance 
agent in New York City. During the 15 
years of his editorship Mr. Jones built the 
Monitor into the leading insurance paper 
of the country. He put up a constant 




















battle for a better type of insurance su- 
pervision in the state. The regulation of 
insurance companies was of the ghost 
variety. Of the 50 domestic fire insur- 
ance companies in the state when the 
Monitor was founded, many did not pay 
their claims; were crooked as well as 
insolvent. He backed up with all of his 
energy the insistence of the state comp- 
troller that New York State should re- 
quire furnishing of all details of the 
financial standing of insurance compa- 
nies. Mr. Jones was also insistently urg- 
ing the appointment of a strong per- 
sonality as the first new Superintend- 
ent of Insurance. The appointment of 
William Barnes was a good one. AI- 
though a political leader of the type 
sometimes referred to as “boss,” he put 
the needed punch into New York State 
insurance supervision. 

Publisher Jones sold Insurance Moni- 
tor to C, C. Hines who had been an 
agent in the West and for a time was 
special agent of Aetna Fire. He had 
written a book on Forms and Instruc- 
tions for Fire Insurance Agents; later, 
added to his activities by publishing the 
Insurance Law Journal. Also, he organ- 
ized the Underwriters Protective Asso- 
ciation. The sons of C. C. Hines, then 
elderly men, sold the Monitor to George 
W. Wadsworth in 1920. 

Wadsworth had had 21 years of suc- 
cessful insurance journalism when he 
purchased the paper. 

Wadsworth journalistic career started 
with the “Ohio Underwriter,” Cincinnati, 
founded by the late E. Jay Wohlgemuth. 
That paper became “The Western Under- 
writer” and finally “The National Under- 
writer.” Early close associates included 
Charles M. Cartwright and William S. 
Crawford. The paper moved to Chicago 
and eventually Wadsworth was made 
business manager, a post he held for 
some years. He has continued to be a 
stockholder in that publication which he 
left on November 1, 1914, at which time 
he organized the Insurance Public Re- 
lations Bureau, 

As editor of American Insurance Di- 
gest and Insurance Monitor he has made 
a specialty of bringing into more promi- 
nence the smaller companies, with par- 
ticular reference to printing the careers 
of their chief executives who have built 
them up. Probably he has written hun- 
dreds of such personality sketches. Occa- 
sionally he has devoted almost an entire 
single issue to companies domiciled in 
a single state. Naturally, his acquaint- 
ance with such executives is extensive. 
He has evinced considerable pleasure as 
he has seen companies which have grown 
substantially during the period of his ob- 
servation—numerous companies now be- 
ing well known nationally. 

Lessie K. Hill is vice president and 
associate editor of American Insurance 
Digest and Insurance Monitor, and 
Thomas C. Hill is vice president. 
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White Sulphur Springs Now 
175 Years Old 
White Sulphur Springs, West Virginia, 


MILTON R. BIGHAM 


Chase, Ltd. Photo 


GEORGE G. TRAVER 





scene of many insurance conventions in 
the fire, casualty-surety and life insur- 
ance fields, is observing its 175th year 
and, at the same time, the Greenbrier 
Hotel (which is operated there by the 
Chesapeake & Ohio Railway), is in its 
40th year. The hotel’s general manager 
is E. Truman Wright, a widely experi- 
enced hotel executive, 

Delving into the historical background 
of White Sulphur Springs, I was inter- 
ested to learn that its existence virtually 
spans the existence of the United States 
beginning as it did in 1778. The first 
hotel was erected on what is now the 
site of the Lester Building and quite 
soon, his resort became the principal so- 
cial “summer home” of the East. It at- 
tracted the Clays, the Jeffersons, the 
Carrolls, the Popes and others of the 
“first families” who flocked there with 
their entourages, outriders and slaves. 

Old registers at White Sulphur also 
contain proof that Presidents Van 
Buren, Taylor and Fillmore made it their 
summer White House and these pages 
contain as well the names of nine other 
of the nation’s leaders. By the 1850's 
the popularity of White Sulphur Springs 
had reached the point where demand for 
accommodations so greatly exceeded sup- 
ply that plans for a “great and wondrous 
new hotel” were drawn up. In 1858 
scores of workmen applied the finishing 
touches to a gleaming edifice which was 
to become famous throughout the world 
as “The White.” 

Among its first guests, 
historic data supplied by the Greenbrier 
management, was the then Prince of 
Wales of bon vivant fame who later 
became King Edward VII of England. 
However, this glamorous era of “The 
White” was abruptly terminated by the 
start of the Civil War. It filled a use- 
ful role, nevertheless, as a hospital and 
was occupied at various times by Con- 
federate and Union troops. 

With the cessation of the war the 
revival of White Sulphur Springs as a 
popular watering resort was slow. It re- 
mained for General Robert E. Lee to re- 
vive the interest which he did when he 
made his summer home there in Balti- 
more “G” cottage in the years 1867-69. 

The vast estate changed hands in 1910 
when the Chesapeake & Ohio Railway 
purchased White Sulphur’s hostelry and 
its extensive property. Improvement of 
the grounds, restoration of the hotel 
building and plans for a new hotel 
all began immediately. In 1930 the 
Greenbrier, a magnificent Georgian 
structure of some 250 rooms, was com- 
pleted and quickly took its place among 
the social centers of this continent and 
abroad. In 1930-31 the original Green- 
brier was virtually rebuilt and its capac- 
ity increased to 600 rooms. 

Weathering the depression years of 
the 1930’s the Greenbrier had reached a 
new peak of success when, in 1941, it be- 
came a “conscript” of World War II. It 


according to 


served first as an interment center for 
enemy diplomats and later as a general 
hospital. At the war’s end the property 
was reacquired from the Government by 
the Chesapeake & Ohio, and one of its 
first decisions was to commission the 
talented Dorothy Draper to do the ti- 
tanic job of redecorating—so as to re- 
capture the “glories that had been the 
Greenbrier’s.” 

One of the first national insurance 
conventions to be held in the completely 
remodeled hotel was that of the Na- 
tional Association of Casualty & Surety 
Companies and the National Association 
of Casualty & Surety Agents whose 
joint annual meetings had been held at 
White Sulphur Springs for a dozen or 
more years prior to World War II. Two 
weeks ago this group, representative of 
the nation’s leading company executives 
and insurance producers, held its largest 
and one of its most successful gather- 
ings at the Greenbrier. 

* * * 
Hoey Award Winners 

Winners of the 1953 James J. Hoey 
Awards for Interracial Justice are John 
B. King, assistant superintendent of 
schools, New York City, and Joseph J. 
Morrow of Stamford, Conn., director of 
personnel relations for Pitney-Brown, 
Inc. Mr. King is the first Negro to hold 
the post of assistant superintendent of 
schools here. Mr. Morrow is a member 
of the Personnel Advisory Council of 
the National Industrial Conference and 
is a vice president of the National Urban 
League. 

The late James J. Hoey was one of the 
leading insurance agents and general 
agents of New York City, and also was 
prominent in public life. He was a Com- 
missioner of Internal Revenue and was 
the principal figure in conducting the 
campaign for the Presidency of Gov- 
ernor Alfred E. Smith. In insurance he 
was the partner of the late Bennett 
Ellison. The fire and casualty business 
is now run under the names of Hoey, 
Ellison & Frost, Inc., and the life end 
under the name of Hoey & Ellison Life 
Agency, Inc. Both are at 118 William 
Street. 
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To Help India Till Soil 


Hundreds of plows will be tilling the 
soil in and around New Delhi, India, due 
to Mutual Service Insurance Companies 
CARE’S self-help program throughout 
the northwest. F. F. Rondeau, president 
of Mutual Service, geared his organiza- 
tion for the campaign and lined up 
Minnesota Governor C, Elmer Anderson 
for the first contribution. Congressman 
Eugene McCarthy of St. Paul addressed 
a kickoff luncheon of his 300 employes 
at the St. Paul home office. Mutual 
Service, a multiple line insurance organi- 
zation, starting in 1934 with $100,000 as- 
sets, has a premium income of more than 


$8,000,000. 
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Rabin Sees Merit in 
New Auto Proposals 


TO STOP COMPULSORY THREAT 


However, Assembly Chairman Does Not 
Feel Complete Plan Has Come Forth; 
N. Y. Suburban Agents Meet 


New York State Assemblyman Samuel 
Rabin, chairman of the Assembly insur- 
ance committee, terms as a “step in the 
right direction” the proposed voluntary 
automobile insurance plan for New York 
State which is being considered by com- 
panies to stop the passage of compulsory 
auto liability rea ition in 1954, 

This plan, drawn up by the Industry 
Committee on Motor Vehicle Accidents, 
is designed to reimburse persons injured 
by financially irresponsible motorists. 
For additional premium of $1 or so 
insured motorists and their households 
would be indemnified against loss from 
inability to collect valid claims against 
such uninsured motorists. Policy limits 
lould be $10/20,000 and $5,000 P.D., sub- 
ject to $300 deductible. Liability of the 
companies would be reinsured in a De- 
fense & Reinsurance Corp. to be created. 

Assemblyman Rabin told more than 
400 agents and company men at the 
Garden City, L. 1. regional meeting of 
the New York State Association of In- 
surance Agents on Tuesday that the 
proposed plan “has some merit on the 
face of it,” but that as yet he has not 
seen any real, sound proposal to which 
he and others can say “yes—no—or 
maybe.” The voluntary plan, publicized 
at the recent White Sulphur Springs 
casualty-surety convention, is still in the 
discussion stage. 

Mr. Rabin did not indicate he would 
fight compulsory insurance to the last 
ditch if the casualty insurance industry 
fails to present a suitable substitute plan. 


Sees Showdown in 1954 


Assemblyman Rabin, who has cooper- 
ated closely with insurance agents te 
halt compulsory insurance, indicated that 
next year something constructive must 
be offered “to meet popular demand for 
action.” He says the problem of the un- 
insured motorist “cana be solved by 
“ducking it.” He believes that any solu- 
tion will involve an element of compul- 
sion which already exists in the financial 
responsibility law and other laws gov- 
erning motorists. 

In the opinion of the Assembly Insur- 
ance Committee chairman there is likely 
at best to be a compromise on something 
which will involve a minimum of new 
regulation. Calling on insurance for ac- 
tion he stated that “unless we do some- 
thing you’re going to have people excited 
to the point where they will insist on 
passage of some sort of legislation. 

“Tf we don’t solve this compulsory in- 
surance problem together, we'll bring 
about the workmen’s compensation the- 
ory in automobile liability, with a state 
fund and Government control instead of 
Government assistance. We should act 
together, give and take, based upon an 
intelligent study of the problem.” 

Joseph A. Neumann, Jamaica, newly 
elected vice president of the National 
Association of Insurance Agents, indi- 
cated the suggested program to solve the 
compulsory threat will depend for suc- 
cess on getting the agency system into 
action, with support from the compa- 
nies, and with short: age of time the prin- 
cipal enemy. He indicated the plan, out- 
lined roughly at White Sulphur Springs 
will be presented in full shortly. 

Stating that compulsory insurance will 
not work Mr. Neumann declared acci- 











dent prevention and law enforcement 
are the real cures of this whole problem. 

The Suburban New York Association 
was joint sponsor with the state asso- 
ciation of this meeting at Garden City. 
John Alonzo Lenz, regional vice presi- 
dent, presided, and Kenneth W. Haslam, 


president, Suburban Association, made 
the address of welcome in addition to 
acting as chairman of the committee 
arranging this large gathering. 

Mr. Neumann told the agents that at 
last week’s meéting in New York with 
company representatives and those of 
other producer groups he reiterated his 
firm opposition to reductions in commis- 
sions, continuous policies and direct bill- 
ing of assureds by companies as any 
possible steps to meet price competition 
of specialty insurance companies on auto 
liability coverage. 

Will Give Bureau Plan Full Support 


On the other hand, Mr. Neumann said 
that while fe does not like the new 
Bureau auto rate classification plan and 
does not feel it will work, nevertheless 
many do believe it will help and hence 
the agents will cooperate fully to give it 
support. He did not wholly condemn the 
drive of the cut-rate companies for busi- 
ness saying that perhaps it is a “blessing 
in disguise.” For without the automobile 
insurance markets provided by the rate 
cutting carriers, he said, when the stock 
carriers would not take all business of- 
fered there was the danger of state 
funds. These low rate companies, he said, 
acted as a “blow off” valve when mar- 
(Continued on Page 23) 


AUTOMOBILE FIELD CHANGES 


Company Opens New Offices in Portland 
and Buffalo; Charnock Succeeds 
Lowe; Other Promotions 


Opening of two new fire field offices 
and several changes in field personnel 
have been announced by the Automobile 
Insurance Company and the Standard 
Fire of Hartford. 

Fire field offices have been established 
in Portland, Me., under supervision of 


Paul T. Haring, special agent, and in 
Buffalo, N. Y., in charge of Duane W. 
Ackerson, special agent. Mr. Haring 


was formerly assigned to the Springfield, 
Mass., office, while Mr. Ackerson served 
in Rochester, N. Y. 

George A. Lowe, state agent at Boston, 
has retired after 35 years with the com- 
panies. He went to Boston as _ special 
agent in 1921 and was promoted to state 
agent in 1926. 

H. Irving Charnock, assistant to Mr. 
Lowe for several years, has been named 
to supervise the Boston territory, and 
W. S. Mason, another associate of Mr. 
Lowe, will have charge of the north- 
eastern Massachusetts territory. Eastern 
ae ee a territory will be super- 
vised by M. W. Leland, who has been 
special for at Roc cag? and Syracuse, 
N. Y., and Concord, H 

Frank P. Dodd, Seraiesty special agent 
in northern New Jersey, has been trans- 
ferred to Asbury Park to supervise the 
central New Jersey territory, and J. C. 
Douthit, who has been special agent at 
Detroit, has been assigned to Minne- 
apolis. 

Appointment of Ernest E. Dancer as 
special agent for the Philadelphia subur- 
ban territory is announced by T. A. 
Engstrom, manager of the Philadelphia 
office. Mr. Dancer % who has had several 
years’ experience in insurance, will be 
associated with Superintendent W. D. 
Taylor. 
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A. N. BUTLER, JR., ADVANCED 





Director of Newhouse and Hawley; Is 
Vice President in Charge at New 
York; Bliss Production Mer. 
Newhouse and Hawley, Inc., announce 
election of A. N. Butler, Jr, as a director 
to fill the vacancy created on its board 
by the death of R. J. Newhouse. Mr, 
Butler is presently vice president of the 
corporation and has been in charge of its 
New York office, which handles Eastern 
operations of the firm. Assisting Mr. 
Butler in management of the New York 
office is R. J. Newhouse, Jr., assistant 

secretary. 

In the home office at C hicago, Fred G. 

Bliss, assistant secretary, has been ap-, 
pointed production manager. He will 
also continue to supervise the marine 
department from an underwriting stand- 
point. 
L. F. Hawley continues as president 
and treasurer of the corporation, and 
J. E. Irland as secretary, both located at 
the home office in Chicago. Operating 
on a countrywide basis, Newhouse and 
Hawley, Inc., have acted in the c capacity 
of underw riting representatives — for 
Lloyd’s, London, since 1937, servicing 
agents, brokers and insurance companies 
in placing excess and surplus line risks 
and as reinsurance brokers. 


A. HOWARD SPARGO DIES 





General Adjuster of London & Lanca- 
shire was 51; Suffered Heart Attack 
in New York City 

A. Howard Spargo, general adjuster at 
the home office in Hartford of the Lon- 
don & Lancashire Group, died October 
20 at the Midtown Hospital in New York 
City, following a heart attack suffered 
last week when he was in the city to 
attend a meeting of the Loss Executives 
Association. He was 51 years old. Funer- 
al services will be held this morning at 
10:30 o’clock at the Church of St. 
Thomas the Apostle in Hartford. 

Mr. Spargo, who was born in England 
and educated in Hartford where he spent 
most of his life, served the London & 
Lancashire for 30 years. He is survived 
by his wife, two sons and two daughters. 


C. Howard McCabe Joins 
White & Camby, Inc., N.Y. 


Howard McCabe has joined White 
& Camby, Inc., midtown New York in- 
surance underwriters, as a member of 
its production staff, according to an- 
nouncement by Edward I. White, presi- 
dent of the agency. 

Mr. McCabe has been in the insurance 
business since 1934, having been asso- 
ciated in various capacities with the 
Glens Falls Group, the Great American 
Group, the Fidelity & Casualty, and most 
recently with M. A. Costello Agency, Inc. 


&. Burgess Fisher Killed 


Burgess Fisher, III, president of the 
faz pee agency of George B. Fisher Cos 
was killed in the Eastern Airlines acci- 
dent at Idlewild Monday morning. He 
was 38 years old and was the third gen- 
eration to conduct the Fisher agency. He 
is survived by his wife and two sons. 

Mr. Fisher was elected president of 
the Connecticut Association of Insurance 
Agents last week and was due to become 
chairman of the New England Advisory 

3oard next month. He was also chair- 
man of the Conference Committee of the 
New England Advisory Board and past 
president of the Insurance Board of 
Hartford. 





Standard Marine Names 
General Agents for Georgia 


The Standard Marine announces ap- 
pointment of Gladson & Kite, Inc., as 
general agents for Georgia with tem- 
porary headquarters at 604 Standard 
Building, Atlanta. They will handle both 
fire and marine business for the company. 

30th Mr. Gladson and Mr. Kite have 
had many years experience in the Georgia 
field and are well acquainted with the 
agents there. 
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Nixon on Selling of 
Jewelers Block Risks 


SIGNED PROPOSAL NECESSARY 
Marine Office Executives Say Proper 
Premium Can Be Established Only 
After All Facts Are Known 
George W. Nixon, assistant manager 
of the Marine Office of America, with 
headquarters in New York, told those 
who attended the New Jersey Insurance 
Day meeting something of the sales fea- 
tures and problems of jewelers block in- 


surance. In his prepared talk he said as 
follows: 

“When approaching the problem of 
this coverage from the point of sales, 
essentially it does not vary from the 
principle of any form where a knowledge 
of the policy should be necessary to 
provide adequate coverage to any pros- 
pective assured. The first consideration, 
therefore, should be the property cov- 
ered by this policy. To quote from an 
actus il contract it states: 

‘‘Pearls, precious and semi-precious 
stones, jewels, jewelry, watches and 
watch movements, gold, silver, platinum, 
other precious metals, and alloys and 
other stock usual to the conduct of the 
assured’s business, owned by the as- 
sured : 

“*Property as above described, deliv- 
ered or entrusted to the assured by 
others who are not dealers in such prop- 
erty or otherwise engaged in the jewelry 
trade; 

“Property as above described, deliv- 
ered or entrusted to the assured by 
others who are dealers in such property 
or otherwise engaged in the jewelry 
trade, but only to the extent of the as- 
sured’s own actual interest therein be- 
cause of money actually advanced 
thereon, or legal liability for loss of or 
damage thereto.’ 

“Not only is coverage provided with 
respect to property owned by the as- 
sured, but is extended for the same 
basic insuring conditions on property of 
others who are not dealers and then 
extended to cover property of dealers 
in the custody of the assured, but in 
that case only to the extent of legal 
lability or any money that has been 
advanced. 

“The jewelers block policy covering 
the type of property outlined is avail 
able to the jewelry trade and is sufh- 
ciently broad to embrace not only re- 
tailers but manufacturers, wholesalers 
and pawnbrokers, 

Signed Proposal Form 


“Let us consider the necessity of 
proc uring from the assured a signed pro- 
posal in duplicate, one of which is made 
part of the policy. It might be well 
to quote now one significant statement 
in the proposal reading— 

“Signing this form does not bind the 
proposer to complete the insurance but 
this proposal shall constitute a warranty 
should a policy be issued. 

“Why is this stressed? It should be 
evident that the policy coverage and 
the premium charge is predicated on the 
information contained in the proposal, 
so to have this accomplished properly 
and to comply with this warranty it 
must be expressed with accuracy. 

“It might seem to be an approach in 
reverse to talk even briefly about the 
proposal form, but in the ultimate the 
assured is interested in cost in relation 
to the coverage and such cost is avail- 
able only by means of a calculation 
based on information in the proposal. 


Additional Coverages 


“In the consideration of this form, 
wherein does the policy provide addi- 
tional cov erages not provided by specific 
insurance? To mention but a few— 

“1, Shipments by registered mail in- 


Sponsored By 


CPCU Leaders And Speakers At Newark Wiest 





Left to right are Sydney A. De Roner, CPCU, Newark; Roger S. Henry, state agent, Phoenix Insurance Co.; James W. Ken- 
nedy, Atlantic Companies; George W. Nixon, Marine Office of America; Garret W. Roerink, CPCU, American Insurance Co.; 
Raymond G. Shepard, Fire Association; Bradford Smith, Jr., Insurance Co. of North America; Ira Weisbart, CPCU and CLU, 


president New Jersey Chapter. 





cluding the risk to the post office from 
the premises of the assured. 

“2. Property in the hands of sales- 
men or principals when acting as sales- 
men. 

“3. Property in the custody of others 
engaged in the jewelry trade, whether 
for the purpose of sale or to have work 
performed thereon. 

“4, Property in the custody of others 
not engaged in the jewelry trade, such as 
prospective customers. 

“The true intent of this policy, sub- 
ject to its conditions and limitations, 
is to provide a broad form of protection 
to follow the property wherever it might 
be within its territorial limits at the 
risk of the assured. 

Coverage and Premium 

“Let us consider specifics as if you 
were to attempt to develop a policy for 
a prospective assured. You have aroused 
sufficient interest to have the assured 
complete the necessary proposals. The 
information is factual, but you, as an 
insurance producer, may find that it is 
both necessary and advisable to discuss 


certain aspects of operations in the same 
manner as if you were to conduct a 
survey on any other class of insurance. 
Now having the proposal completed, the 
premium is established which may be 
done either under the full form or ex- 
cluding fire and lightning at the premises 
of the assured. 

“As an illustration, one of the ques- 
tions calls for the percentage of prop- 
erty kept at night in locked safes, pro- 
tected or unprotected. Discounting for 
the moment any underwriting principles 
or practices of individual companies, 
would it be possible for the assured to 
keep an added percentage in locked safes 
or perhaps would it be advisable to 
suggest the possibility of the installation 
of an approved alarm system? 

“Several other points along the same 
lines—would it be possible to reduce the 
night window display, for there is a con- 
siderable penalty in the rate for this 
added exposure? Or would it be advis- 
able for the assured to join the Jewelers 
Security Alliance e, which is working dili- 
gently in the jew elry trade in the appre- 
hension of criminals and for which a 


nominal allowance is afforded in the pre 
mium for membership ? 

“Then, of course, there is the problem 
of a discussion as to the advisability of 
a policy with a deductible in the alter- 
nate amounts of $500, $1,000, $2,500 and 
$5,000. 

“Whether the assured will be inter- 
ested in a policy subject to a deductible 
will depend not only upon the nature of 
the business but the saving that will be 
afforded to the assured by acceptance of 
such provision, having in mind, that in 
no event does this deductible apply with 
respect to fire and lightning losses at 
the premises. 

“The cost is acceptable and the policy 
issued in an amount specified by the as- 
sured, having in mind that the policy 
does not contain a coinsurance clause. 
The premium is calculated on the expo- 
sure and only then is the premium ad- 
justed to compensate for sha relation of 
the amount of the policy to such expo- 
sure. 

“Your policy is basically an ‘all risks’ 
contract but certain of the exclusions 

(Continued on Page 25) 
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Company Officer Says 
Costs Must Come Down 


TO PERMIT AGENTS’ SURVIVAL 
Gallagher Holds Commissions Must Be 
Cut in Percentage, Not in Dollars; 
Companies Must Lower Expenses 


Eugene F. Gallagher, manager of the 
Chicago branch office of the Planet In- 
surance Co. of Detroit and widely known 
for his frankness in discussing current 
insurance problems, told the Ohio Asso- 
ciation of Insurance Agents recently at 
Toledo that agents and companies must 
work together to narrow the cost dif- 
ferential between the old line type of 
insurance and that offered by competi- 
tors today at lower premiums. If that is 
not accomplished then the day of the 
agent is approaching the end, he de- 
clared. He indicated that the agent might 
take a cut in commission, but in per- 
centage, not in dollars. 

“If the agent fails to justify the cost 
of his services, then our agency plan 
cannot endure,” Mr. Gallagher warned. 
“The companies with their millions of 
dollars of surplus will not get out of 
business. They would be obliged to 
change their merchandising methods— 
a procedure they would embark upon re- 
luctantly, but an alternative they would 
be forced to take in order to survive. The 
ultimate loser, of course, would be the 
agent.” 

Mr. Gallagher also discussed numerous 
other problems including capacity, easy 
payment, expense allocations and de- 
ductibles. On competition and some of 


the other questions he said in part: 
Competition 
“It must be more than academic 


knowledge to a great many of you that 
the direct writers—those companies 
which do not operate through agencies 
such as yours, are making a most dis- 
turbing growth. Such companies by 
eliminating the cost of the independent 
agent, by effecting certain economies 
rather easily possible in a specialty com- 
pany, and by parasitically availing them- 
selves of engineering and other services 
performed as a public service contribu- 
tion by such organizations as the Na- 
tional Board of Fire Underwriters and 
similar organizations supported and paid 
for by agency stock companies, can offer 
their product at lower cost. 

“The problem is real—it cannot be 
brushed off—we cannot be complacent 
about it because the very existence of 
many agents depends upon an effective 
answer to this threat. Unless agents can 
adopt and agree and cooperate with the 
companies in realistic plan of battle to 
have their way of life, the companies 
themselves will be seriously handicapped 
in meeting this aggression. 


What Can Agents Do? 


“What can be done about it? In our 
way of doing business, the agent is 
remunerated by the insured—never by 
the company, actually. As long as you 
can demonstrate to your client’s satisfac- 
tion that your service, advice and coun- 
sel, and your assistance at time of loss 
are worth what they cost, you will prob- 
ably hold a large part of your business. 
If you can convince your prospect how 
important it is to have someone in- 
terested in him and his need for pro- 





EUGENE F. GALLAGHER 


tection—to have someone standing by in 
case of loss—if you can point out how 
much more that means than to be merely 
a policy number in a vast, cold, imper- 
sonal organization, you may be success- 
ful in writing a fair share of business. 

“But let’s not deceive ourselves,” said 
Mr. Gallagher. “Let us not say that this 
alone, this demonstration of the value 
of the services of an agent, will entirely 
answer your problem. People are acutely 
price conscious, The only reason anyone 
buys insurance from a direct writing 
company rather than from an agent, is 
a matter of cost and if the margin is ma- 
terial these people will buy the cheaper 
product, even while believing that your 
services are worth something. Certain it 
is that we have no intention of compet- 
ing with the direct writers on price 
alone. Our product and our services are 


worth more. But it is elementary that 
if we are to survive we must, regardless 
of any temporary discomfort or sacrifice, 
bring that margin of cost difference to 
an absolute minimium, 


Commissions 


“Does that mean, you may ask, that 
the agent should take a cut in commis- 
sion? Possibly he should—but in per- 
centage, not in dollars. But never should 
the producer’s commission be the only 
place the company should seek for a 
way to narrow this margin. The compa- 
nies owe it to you and to themselves 
to take every possible opportunity to 
reduce their own expenses by eliminat- 
ing duplication, by streamlining proce- 
dures and by reducing the expense of 
underwriting, tabulating and billing. 

“Full advantage must be taken of all 
labor saving devices, including the newly 
developed electronic equipment where 
this can ultimately reduce expense of 
operation. By reducing company expense 
to an absolute minimum, we may be able 
to eliminate a part of this cost differen- 
tial, But I have no illusions that the 
companies alone can hope to reduce ex- 
penses sufficiently to narrow that margin 
of cost to the point where the insuring 
public will come to your office clamoring 
for insurance. 

“Every conceivable saving in that com- 
paratively small part of the premium 
dollar that is left to them after losses 
and commissions and fees and_ taxes 
have taken their share, will never be 
sufficient to accomplish that. I am afraid 
that vou too will have to effect every 
possible economy in your own operation 
and eventually come to realize that what 
you buy food and shelter and clothing 
with is not commission percentage, but 
commission dollars. I am entirely con- 
vinced that your companies collectively 
hope for nothing so much as that your 
commission dollars will increase. 

“The one important thing which we 
must strive for is to provide protection 
for our clients—not merely policies. And 
the approach to that would seem to be 
in the establishment of contracts pro- 
tecting not only against direct damage 
to property, but against third party lia- 
bility and even against loss of earnings 
from accidents and sickness. In other 
words, the agent who can provide a com- 
plete package of protection and not be 
too much concerned with individual 
types of policies covering just one con- 
tingency, will have something with which 
he can compete successfully with the 
direct specialty writers who cannot hope 
to meet him on these broad bases with- 
out increasing materially their own ex- 
pense and losing their specialized ad- 
vantages. The over-all cost to the insured 
will be less than would individual. poli- 

(Continued on Page 24) 
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Marsh & McLennan Opens 
New Office in London 


Marsh & McLennan, Inc., international 
insurance brokers, is opening a new of- 
fice in London, 7 Birchin Lane E. C. 3, 
for the purpose of providing additional 
facilities for clients having properties in 
the United Kingdom. 

In addition to offices in 22 principal 
cities in the United States, Marsh & 
McLennan has offices in Toronto, 
Montreal, Vancouver and Calgary in 
Canada, and also in Havana, Cuba. 


Louisville Board Plans 
Centennial Celebration 


Plans for the 100th anniversary cele- 
bration of the Louisville, Ky., Board of 
Insurance Agents, formerly the Louis- 
ville Board of Fire Underwriters, are 
shaping up, according to R. W. Barnes, 
secretary. The affair is to be staged 
February 15, 1954, in the Flag Room of 
the Kentucky Hotel, which seats around 
1,000 people. It is expected that presi- 
dents of fire companies that date back 
100 years or more and have been repre- 
sented that long by Louisville board 
agents will attend. 

The Insurance Commissioner, presi- 
dent and officers of the Kentucky Asso- 
ciation of Insurance Agents, will be 
guests, along with field men of the 
companies, 

Presidents and chairmen of some 13 
business concerns of Louisville that have 
been active for 100 years or more are 
also being invited as guests. The Mayor, 
also the Governor, and executives of the 
Kentucky Inspection Bureau, will be 
among the guests. 


Edgett American Special 
In Buffalo Territory 


The American Insurance Co. an- 
nounces appointment of Kenneth W. 
Edgett, Jr., as special agent for Buf- 
falo, N. Y., replacing Special Agent John 
R. Hardin who resigned to enter the 
local agency business in New Jersey. 

Mr. Edgett is a native of Gloversville, 
N. Y. He is a graduate of Syracuse 
University, a former assistant secretary 
of the New York State Association of 
Insurance Agents, and recently executive 
secretary of the Buffalo Association of 
Fire Underwriters. He will be with Spe- 
cial Agent Robert Thompson at Ellicott 
Square Building, Buffalo. 


EDWARD H. MORRISON DIES 

Edward H. Morrison, 71, president of 
Van Norman & Morrison, one of the 
leading insurance houses in Los Angeles 
and of which he was one of the founders 
30 years ago, died in St. Joseph’s Hos- 
pital October 9, from a cerebral hemor- 
rhage. At the age of 23 he was chief 
West Coast examiner for the National 
Board of Fire Underwriters, and before 
forming his own agency, was manager 
of the insurance department of R. A. 
Rowan & Co., Los Angeles. 


BAYLESS INDIANA SPECIAL 
William A. Bayless has been appointed 
special agent for the Phoenix-London 
Group in Indiana. Mr. Bayless is under 
the supervision of Byron B. Gray, man- 

ager of the Indianapolis branch office. 
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TABLE BUSINESS 





THE HOME Talks Business... 
to GET Business For You! 


Next advertisement in the new Home series is designed to catch 
the eye of businessmen, large and small. If you have commer- 
cial or industrial policyholders or prospects, this advertisement 
is working for you. Like all Home advertisements, it is speaking 
not for the Company but for you, the agent—telling your story 
and emphasizing the value of your services. Reprints of this 
advertisement, in full color, are available for your use. 


* THE HOME* 
Sucurance Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 

FIRE ° AUTOMOBILE ° MARINE 

THE HOME INDEMNITY COMPANY 
Casualty Insurance + Fidelity and Surety Bonds 








The above advertisement 

will appear as a full 

page in color in: 

SATURDAY EVENING POST 
October 31 

TIME 
November 9” 

U.S. NEWS & WORLD REPORT 
November 13 

BUSINESS WEEK 
November 14 

BETTER HOMES AND GARDENS 
November 

NATION’S BUSINESS 
November 


TOWN JOURNAL 
November 

















100 ANNIVERSARY 
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NFPA Conference at 
Providence Oct. 29-30 


EXPECT OVER 500 TO ATTEND 





Full Program of Speakers Announced; 
Special Attention To Be Given to 
Problems of Atomic Attack 
Latest developments i in overcoming the 
constant threat of fire to life, to homes, 
farms, industry, cities and forests, will 
be presented and discussed by fire pro- 
tection authorities at the two-day re- 
gional conference of the National Fire 
Protection Association to be held in the 
Sheraton-Biltmore Hotel, Providence, 
R. I., next Thursday and Friday, October 

29 and 30. 

Over 500 persons from New England 
and neighboring states will attend the 
conference. General theme of the ses- 
sions is “Fire Problems of Our Times.” 
The conference will consider fire safety 
practices, attitudes and technology as 
they affect the individual and the com- 
munity, particularly in the northeastern 
states. 

George F. Bliven Chairman 

Chairman of the conference sponsor- 
ing committee in Providence is George 
F. Bliven, head of the fire prevention 
committee, Providence Chamber of Com- 
merce. Co-chairman with Mr. Bliven is 
Chief Lewis A, Marshall of the Provi- 
dence fire department. 

Special attention at the meeting will 
be focused on fire problems inherent in 
atomic attack. The Thursday luncheon 
session will hear two of the country’s 
top experts on the subect—Kyle P. 
Laughlin, director of the Fire Services 
Division of the Federal Civil Defense 
Administration, and Horatio Bond, chief 
engineer of the NFPA 

New Englander Henry Parkman, now 
assistant director for non-military de- 
fense in the Office of Defense Mobiliza- 
tion, will speak Thursday afternoon on 
non-military defense problems; reduc- 
ing the vulnerability of the coun- 
try’s population-industrial concentrations 
that present likely targets for nuclear 
weapons 

Water supplies for air raid emergency 

a vital fire protection measure in the 
event of attack—will be discussed at the 
Friday afternoon session by George W. 
Coffin, consulting engineer for Coffin & 
Richardson, Boston. 

Oil Furnaces and Stoves 

Fire hazards of oil furnaces and stoves 
will be treated in a panel discussion with 
audience participation on Thursday af 
ternoon. Panel members are Deputy 
Chief Edward N. Montgomery, Fire 
Prevention Bureau of the Boston Fire 
Department; J. Herbert Witte, engineer 
ot the Underwriters’ Laboratories, Inc., 
Chicago, and Miles E. Woodworth, 
NFPA flammable liquids engineer, 

\t the same session, Howard S. Rus 
sell, a farm organization official and 
manager of the Mutual Farm Underwrit- 
ers of Waltham, Mass., will speak on 
“Farms, Fires and Forethought.” 

Thursday morning, Chief Henry G. 
Thomas of the Hartford fire department 
and newly elected president of the In- 
ternational Association of Fire Chiefs, 
will discuss the effective approaches to 
good municipal fire protection. 

He will be followed by Chester I. 
Babcock, NFPA fire record department 
manager whose subject will be, “The 
General Motors Fire and Other Object 
Lessons.” 

A further discussion of industrial fire 
problems will take place in the Friday 
morning session when Stanley F. Spence, 
director of safety and fire prevention 
for American Cyanamid Co., New York, 
will speak on industrial fire protection 
systems and procedures; I. S. Black, su- 
perintendent of plant protection for U 
S. Rubber Co., Providence, discusses an 
industrial fire control program that 


works; and Robert S. Moulton, NFPA 
technical secretary, talks on the influence 
of fire protection standards on business 
and government. 

The same session will hear Arthur S. 


London & Lancashire Names 
Holmes in Northern N. Y. 


Gilbert Kingan, United States manager 
of the London & Lancashire Group, 
announces appointment of David B. 
Holmes as special agent in northern New 
York State, in succession to W. H. 
Cooper whose retirement becomes effec- 
tive December 31. 

Mr. Holmes is a native of Massachu- 
setts and graduate of Dartmouth College. 
After several years with the New Eng- 
land Fire Insurance Rating Organization, 
he completed his training in the home 
office, and will now make his headquar- 
ters at 936 Ellicott Square Building, 
Buffalo. 


Hopkins, executive 
Northeastern Forest Fire Protection 
Commission tell how the northeastern 
states are meeting the forest fire chal- 
lenge. Also, Merwin M. Brandon, vice 
president of Underwriters’ Laboratories, 
Inc., and chairman of the NFPA elec- 
trical section, will discuss the relation- 
ship of the NFPA and the National 
Electrical Code to the general public 
safety. 


secretary of the 


Fire Fighting Equipment 

The conferences will hear about new 
trends in fire fighting equipment on 
Thursday afternoon from Warren Y. 
Kimball, manager of the NFPA fire 
services department and editor of Fire- 
men Magazine. Fire protection equip- 
ment will also be the subject of the con- 
cluding event in the conference—a panel 
discussion on spray nozzles and spray 
sprinklers. Panel members are: A. L. 
Cobb of Eastman Kodak Co., Rochester, 
ae oe president of the NFPA and 
chairman of its committee on special 
extinguishing system; Everett W. Fow- 
ler, director of codes ‘and stz indards, Na- 
tional Board of Fire Underwriters, New 
York, and secretary of the NFPA com- 
mittee on automatic sprinklers; N. J. 
Thompson, director, Factory Mutual 
Laboratories, Boston; Ira W. Knight, 
associate director of research for Grin- 
nell Corp., Providence. 

President Cobb will preside over all 
conference sessions and co Bugbee, 
general manager of the NFPA, will key- 
note the conference at the opening ses- 
sion with a speech entitled “Attacking 
Fire Waste on Many Fronts.”’ 

Conference sessions are open to the 
general public upon payment of a nomi- 
nal registré ition fee and there will be a 
special ladies’ luncheon on Friday featur- 
ing a real fire demonstration of every- 
day hazards by Chief Leo E. Gorman of 
the Providence Fire Prevention Bureau 
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Atlantic Cos. Promote 
Watson at Pittsburgh 


David E. Watson has been promoted 
to the position of inland marine manager 
of the Atlantic Companies’ Pittsburgh 
office, according to Miles F. York, presi- 
dent of the Atlantic Mutual Insurance 
Co. and the Centennial Insurance Co. 

Mr. Watson joined the inland under- 
writing department of the Atlantic Com- 
panies in New York in 1947_ shortly 
after coming to this country. A native 
of England, he was educated at Magda- 
lene College, Cambridge and saw service 
with the RAF during the war. 





Central N. J. Claim Men’s 


Association Reorganized 
The Central Jersey Claim Men’s Asso- 
ciation was reorganized in Trenton, N. J., 
and all claim personnel interested in 
attending their meetings on the second 
Monday of each month are invited. 
Officers are Harold Walsh, Travelers, 
president; Clarence Lord, N. J. Manu- 
facturers, vice president; Walter B. 
Savage, Standard Fire, secretary; Doug- 
las Dalrymple, treasurer. The executive 
committee is composed of Edw. Jack 
and John Raum, independents; Wm. 
Harnett, General Adjustment Bureau, 
and James Muth, Royal-Liverpool, 


PAUL A. WILDER DIES 
Paul A. Wilder, for many years as- 
sistant secretary in charge of farm un- 
derwriting for Ohio Farmers died at his 
home in Medina, O., on October 6. 
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Cagney Advertising 
Supt. of Hartford Fire 


WITH COMPANY SEVEN YEARS 


Prior to That With Newell-Emmett 
Advertising Agency in New York; 
Three Years in U. S. Air Force 


The Hartford Fire announces appoint- 
ment of J. K. Cagney as superintendent 
of the advertising department. The com- 
pany’s activities in this field were for- 
merly in charge of W. T. Bissell, assis- 
tant secretary, who recently resigned to 
enter private business. 

Mr. Cagney has been a member of the 
Hartford Fire’s advertising staff for 
seven years. He graduated from St. 
Michael’s College (Vt.) in 1940 and also 
attended the University ot Vermont and 
Columbia University. In 1941 he joined 
the Newell-Emmett Advertising Agency 
in New York where he worked in the 
research and copy departments, 


World War II Service 


During World War II he spent three 
years in the U. S. Army Air Force as 
bombardier in the 12th Air Force in the 
European Theater and later with the 
7th Air Force in the Japanese air of- 
fensive. 

He returned to Newell-Emmett in 1945 
where he worked on a number of large 
national advertising accounts prior to 
joining the Hartford Fire in 19406. 

In addition to production of advertis- 
ing and sales promotion material of 
many varieties for the use of agents in 
the Hartford Fire group, Mr. Cagney 
will also supervise the company’s na- 
tional, business magazine and insurance 
press advertising activities. 


FIREMAN’S FUND DIRECTOR 


John G. Levison Elected to Board; Son 
of Former President of Group Active 
in San Francisco Business Life 
John G, Levison was elected to the 
board of directors of Fireman’s Fund 
Insurance Co. at its regular meeting in 
San Francisco. Mr. Levison is the son 
of the late J. B. Levison, president of 
the companies of the Fireman’s Fund 

Group from 1917 to 1937. 

He is a native of San Francisco and a 
graduate of the University of California. 
With his brother, George L. Levison, he 
is co-owner of the Cardoza Co., pioneer 
San Francisco book bindery. He is presi- 
dent of the Board of Education, San 
Francisco unified School District. He 1s 
a past president of the Better Business 
Bureau and for six years was a gov- 
ernor of the National Association of 
Better Business Bureaus. 

For many years Mr, Levison has been 
active in civic affairs. The positions he 
has occupied include chairman of the 
Board of Governmental Research, di- 
rector of Mount Zion Hospital and board 
member of the San Francisco Chamber 
of Commerce. He was one of the found- 
ers of the San Francisco Junior Chamber 
of Commerce. 
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N. Y. Agents Meet 


(Continued from Page 18) 


kets were so tight and other dangers 
threatened. 

Arthur Schwab, CPCU, Staten Island, 
executive vice president of the New York 
State Association, flatly stated that re- 
ductions in agents’ commissions, if they 
were made, would do little to close the 
cost differential between old-line stock 
and specialty insurance companies. He 
suggested that agents continue to ren- 
der the best type of service to assureds, 
which would go far toward holding busi- 
ness. 

Mr. Schwab also said that if the new 
Bureau rate classification plan goes into 
effect in New York it will bring rates 
on preferred classes to within 15% of 
rates of the chief competitors. He, too, 
called for support of this Bureau plan 
by agents. He also stated that the insur- 
ance industry should realize companies 
and producers must cooperate effectively 
to meet direct writing competition. 


Schwab on Commission Cuts 


Discussing further a_ reduction of 
agents’ commissions by 5%, Mr. Schwab 
said this suggested panacea would do 
nothing to bring back business when the 
present rate differentials are 30% or 
more on some classes. Yet a 5% cut in 
commissions would bring a 25% reduc- 
tion generally in agents’ dollar returns 
on auto lines, something most producers 
cannot afford. 

Mr. Schwab cited production costs in 
New York to prove that those of lead- 
ing cut-rate carriers are not much below 
those of old line companies despite much 
lower commissions, He said general ac- 
quisition cost ratios on auto risks for 
old line companies was 19%, plus nearly 
6% tor other expenses, or a total of 
247%. For one leading cut-rate com- 
petitor acquisition costs were .04%, other 
costs 19%, total 19.4%, and for another 
leading oT acquisition was 6%, 
others 11% plus, for a total of 17.6%. 
He nd out that while in the last 
two companies the commission was either 
negligible or small, their servicing costs 
were much higher than for old line 
carriers, 

Clauss and Neville Speaks 


Local agents from Greater New York, 
Westchester, Rockland, Nassau and Suf- 
folk counties also heard John F, Neville, 
secretary of the National Association, 
and Emil T. Clauss, president of the 
state group, explain some major prob- 
lems facing local insurance agents. 

John G. Mayer, executive secretary, 
brought the membership up to date on 
the affairs of the association. 

The commingling law was explained 
by Walter F. Brooks, Deputy Superin- 
tendent of the Insurance Department. 
He stressed the necessity for keeping 
company “premiums receivable” in a col- 
lectible status and warned of a current 
trend toward slower payments of pre- 
miums by assureds. This necessitates 
closer watch on prompt collections. 


Scheppens Honored 


George Scheppens, manager of the As- 
signed Risk Plan, who enjoys wide popu- 
larity with the agents despite their trou- 
bles on assigned risks, received a large 
framed testimonial from the New York 
State Association in recognition of his 
fine spirit ot cooperation, his efficiency 
and his general efforts to serve the 
public. 

Nathan Rogers and George Fox of the 
State Motor Vehicle Bureau explained 
the functions of their agency insofar as 
they relate to reporting of accidents by 
insurance agents and their clients. 

The expanding public relations pro- 
gram of the association was the subject 
of a talk by the group’s public relations 
counsel, Alleyn H. Beamish of Albany. 

Chairman Haslam was assisted in ar- 
ranging for this successful meeting by 
Helen Goodrich, Percy Hoek, Frances 
Mantel, Louis Spicci, Kenneth Metz and 
Alfred Keller. 

Further details on this meeting will 
be published in these columns next week. 





D. D. Pillsbury Gave Talk at 
N. J. Women’s Dinner Oct. 22 


The Insurance Women of New Jersey 
held its regular monthly dinner meeting, 
October 22, at the Essex House, Newark, 
N. J. Program Chairman Marie Ford 
of Wm. Ford Agency, arranged for an 
interesting evening. D, D. Pillsbury, 
manager, burglary division of the Na- 
tional Bureau of Casualty Underwriters, 
was the speaker on “Burglary Insurance 
Policy Forms.” 


Springfield Group Transfer 

Special Agent Gilbert Dunlop of the 
Springfield Group of Insurance Compa- 
nies, has been transferred from the New 
York suburban field to Philadelphia, 
where he will develop inland marine and 
automobile business. Mr. Dunlop spent 
several years as an inland marine under- 
writer at the head office of the Spring- 
field Group in Springfield, Mass. He was 


transferred to the New York City branch 
office of the company in July, 1951, and 
became a fieldman a year later. 





ICT Group Purchases 
Home Office Building 


The Insurance Texas 
Group has purchased the 21-story Irwin- 
Keasler Building in downtown Dallas for 
use as a home office. The ICT Group, 
which has total assets of approximately 
$18 million, is managed by Jack Cage & 
Company. It includes the Life Insurance 
Company of Texas, the ICT Discount 
Corporation and Partners’ Finance. 

The building, valued at approximately 
$2 million, will be known as the ICT 
Group Building. 


Company of 





“DELIVERED” SERVICE 


Today a successful insurance agent or broker must 
be equipped with all the tools of the trade. His ability 
to render “delivered” service to his clients depends 


upon it. 


Fireman’s Fund producers have available for their use 
a wide range of effective selling tools. Newest among 
them is the FIREMAN’S FUND FACT FINDER. More 
than a year of research went into its preparation. We 
think it is the most complete commercial survey ques- 


tionnaire available. 


We're sure the FACT FINDER will help any producer 
to build both friendship and business. We would 
like to have you see this aid to better selling. The 
coupon will bring you a free copy. 
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Hines Foresees Drop 
In Business Activity 


CITES EFFECTS ON INSURANCE 


SEUA President Sees Some Increase in 
Moral Hazard, Collection Troubles; 
Tells How SEUA Can Help 


President H, F. Hines of the South- 
Eastern Underwriters Association joins 
others in predicting a moderate lessening 
of business activity which he feels will 
be reflected in insurance by “increasing 
moral hazard, more collection difficulties 
and probably a decrease in premiums, 
which in turn will aggravate our ex- 
penses problem.” Mr. Hines, who is 
joint manager, Southern department, 
Crum & Forster Group, said that if 
such a situation develops insurance will 
be fortunate in having local organiza- 
tions, such as the SEUA, enjoying the 
confidence and respect of regulatory au- 
thorities for working out solutions to 
problems. 

With many changes taking place Mr. 
Hines said the opportunities of the 
SEUA for service to the public, its mem- 
ber companies and to their agents are 
multiplied. The officers and management 
of the association, with the help of the 
membership, will, as heretofore, measure 
up to these opportunities he declared. 


Demand for Engineering Services 

“Industrial growth of the Southeast 
creates an ever increasing need of more 
services for our engineering and inspec- 
tion staff,” Mr, Hines said. “The size 
staff needed to handle the six states 
served permits a specialized yet flexible 
balance in engineering talent. Eight 
thousand six hundred risks—most of 
them sprinklered — are under inspection 
service. New sprinkler installations are 
being added at a rate of about one and 
one-half per day. 

“Engineering employment continues a 
problem. Demands of industry and the 
armed services leave few engineers avail- 
able. The acquired experience of our 
staff permits reasonable absorption of 
the added work. However, some increase 
is needed, and management is continu- 
ing its efforts to that end. 

“In addition to our engineering and 
inspection service we have adjusted rates 
to experience, and improved forms so as 
to make available coverages that fit the 
needs of property owners. We have as- 
sisted members in their collection prob- 
lems. In addition, we have carried on a 
program of public education, and the 
building of good will. 


Package Policies 

“There are fundamental changes de- 
veloping in the scope of fire insurance 
companies—multiple lines. Package poli- 
cies have been introduced in more and 
more fields, including some of our own 
states. It is my thought the package 
policy has definite merit. But whether 
meritorious or not, there is no doubt 
about the intention of the sponsoring 
companies to market it. 

“This brings up the question of how it 
will affect our business. If each of sev- 
eral individual companies, and each of 
several organizations offer differing con- 
tracts at differing prices, may not the 
confusion nullify the benefits to the pub- 
lic and to ourselves? 

“Stability is a concomitant of insurance. 
Should we not stop now, while the de- 
velopment of multiple lines is in its 
infancy, weigh these problems, and de- 
termine how best to handle them? Since 
stability is fundamental in insurance, 
even if we have instability for a while, 
we must eventually return to stability. 
Would it not be better to start from a 
common ground, than to have to work 
back to it? 

“In other words, would it not be better 
to turn the problem over to a _ local 
organization in touch with local situa- 
tions to work out equitable and practical 
contracts and charges—of course with 
the advice and counsel of fire and casu- 
alty chief executives, the regional or- 
ganizations, and approval of State In- 
surance Departments?” 


AMERICA FORE BANQUET 


Over 400 Members of Old Guard, 
25-Year Organization, Attend; 
Christensen Feature Speaker 
Over 400 New York members of the 
Old Guard, those officers and employes 
who have served 25 years or more with 
companies of the America Fore Insur- 
ance Group, held their annual banquet 
and entertainment October 20 in the 
grand ballroom of the Hotel Statler, New 

York City. 

Frank A. Christensen, president of the 
America Fore Group, who has a record 
of over 30 years with the companies, 
was the featured speaker. Mr. Christen- 
sen welcomed 79 new members country- 
wide who attained Old Guard status dur- 
ing the year. He paid tribute to those 
who have passed on and said that he 
was especially proud to address the Old 
Guard in this year which marks the cen- 
tennials of two companies of the group, 
the Continental and Fidelity-Phenix. 

J. Victor Herd, executive vice presi- 
dent of the group, was present as an 
honored guest and also spoke. He ex- 
pressed his pleasure at being asked to 
attend the Old Guard gathering. 

In the five companies that comprise 
the group, Continental, Fidelity-Phenix, 
Niagara, and American Eagle fire insur- 
ance companies, and Fidelity & Casu- 
alty of New York, there are 1,152 mem- 
bers of the Old Guard countrywide. Of 
this number, 58 have records of over 50 
years of continuous service and many 
of these are still actively employed. 
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Gallagher on Costs 


(Continued from Page 20) 


cies and the dollar commission to the 
agent will be increased and this, in spite 
of the possibility that percentage wise 
commissions may be reduced. That is 
one reason why I feel multiple line un- 
derwriting will come to Ohio in spite 
of the present opposition to it. 


Expense Allocations 


“Tt is reasonable to expect that in the 
very near future the business will effect 
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Find the Key to R. F. (Reporting Form) 


values and you will find new business—from 
small merchants who may have said No to R. F.’s. 
They said NO because they K-NO-W too little 
about determining their inventory values for insurance 
purposes. You can change that NO to YES. 
Fortify yourself in advance by reviewing these 
five methods of determining R. F. values: 


e actual physical inventory 

e perpetual stock record 

e estimated gross profit percentage 
e computed gross profit 

e retail inventory 


Write us for more information on this and other useful 
Reporting Form sales data. It’s yours for the asking. 
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every possible economy in operation. Its 
very existence will depend upon doing 
this. There will also, I believe, be a bet- 
ter, more realistic allocation and analy- 
sis of expense. We are today handling 
too many transactions upon which we 
are actually losing money. 

“Consider for example, the dwelling 
class. Here we have a lot of premium 
comprising many small premiums on in- 
dividual risks. When we obtain a loss 
ratio of 50% we feel that we are doing 
all right. With the many small premiums 
involved—especially in those states hav- 
ing premium payment plans, I doubt 
very much if the permissible loss ratio 
is anywhere near 50%. Probably we are 
not actually doing so well when the 
loss ratio is above 40%. 

“A study recently completed by the 
Western Underwriters Association indi- 
cated that 60% of all policies written in 
18 midwestern states produced fire pre- 
miums of less than $25. In fact—the 
average for this 60% of all items han- 
dled was $11.15 fire premium. Many of 
these policies had the extended coverage 
endorsement but even with this the 
average combined premium was $19.59, 

“Obviously small premiums of this 
nature can hardly be profitable for the 
agent who gets a little less than $5 for 
his service—nor for the company who 
incurs the same expense as would be 
incurred in handling a premium many 
times that large. 

“The answer is, of course, to write 
larger premium contracts. This calls for 
the agent’s effort to secure better insur- 
ance to value and probably to provide 
several coverages in one policy. In the 
meantime, I am hopeful that there will 
be an increase in the minimum premium 
of $5—which is manifestly inadequate. 

“Replacement or depreciation insur- 
ance at the present time is available in 
most jurisdictions on certain types of 
risks but not on dwellings. I believe, 
without any question, we may expect 
that, within the next year at least, this 
insurance will be available for that class. 


Deductibles 


“Anyone who is interested in the busi- 
ness will wonder what is the future of 
deductibles in connection with fire insur- 
ance. We must consider deductibles from 
two standpoints, first, the elimination by 
a small deductible of many of the so- 
called nuisance claims and second, the 
establishment of a large deductible per- 
haps $50,000 to $100,000 in effect provid- 
ing catastrophe or excess insurance for 
the purchaser. I think there is a rather 
general agreement that the small deduc- 
tible, perhaps $50 and_ particularly in 
connection with the windstorm insur- 
ance, will be made available throughout 
perhaps a greater part of the country 
in the very near future in spite of some 
opposition, Also, it is pretty certain that 
outside TV antenna will be excluded 
from dwelling and contents items and 
covered only as a specific item and at 
a much higher rate. 

“Insofar as the use of large deductibles 
around $50,000 or $100,000 is concerned, 
I do not believe that there will be any 
tendency on the part of the companies, 
collectively, to provide such coverage 
through any regular filings.” 
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Bailee’s Customers Insurance 
Sales Possibilities Presented 


Roger S. Henry, state agent in New 
Jersey for the Phoenix Insurance Co. 
of Hartford, discussed selling bailee’s 
customers insurance when he presented 
the paper prepared by Vice President 
Philip W. Scheide of that company. Mr. 
Scheide was unable to go to Newark 
due to illness of Mrs. Scheide, The talk 
follows: \{ 

“A bailee is, generally speaking, a 
custodian of the property of others. 
Obviously this generality is much too all 
embracing including as it does launderies, 
dry cleaners, rug cleaners, tailors, fur- 
riers, jewelers, hotel and inn keepers, 
shoe repairers, common and private car- 
riers, and a great many others. 

“Hence, for our purposes our bailee 
becomes a custodian for hire and for 
an agreed purpose. We can limit our 
conversation to laundries, dry cleaners, 
and rug cleaners, and if time permits to 
furriers and cold storage lockers. 

“These various contracts together in- 
sure the named bailee custodian and in- 
clude the interest of third parties, name- 
ly, the customers of the named assured. 


Fundamental Concepts 


“There are several fundamental con- 
cepts which bear upon these problems 
from a sales point of view: 

“1. Specific insurance such as fire and 
extended coverage, burglary, etc. versus 
multi-peril or all risks insurance. 

“2. Legal liability versus property 
damage insurance. 

“3. Two-party versus three-party in- 
surance, 

“4. Policies with stated limits of 
liability versus actual cash value policies. 

“5. Bureau forms and rates versus 
open forms and rates. 


Specific vs. All Risk Insurance 


“Let us review some of the sales as- 
pects involved. Under the first point, 
namely, ‘specific insurance such as fire 
and extended coverage, burglary, etc. 
versus multi-peril or all risks insurance,’ 
a comparison of various specific insur- 
ances available shows that the multi- 
peril or all risks forms provide numerous 
kinds of protection not ordinarily avail- 
able under specific insurance. Specific in- 
surances cover stated locations whereas 
the multi-peril or all risks forms fre- 
quently cover all locations whether stated 
or not. Specific insurances for fire and 
allied perils normally contain coinsurance 
clauses whereas multi-peril or all risks 
forms in this classification normally do 
not. 

“It is sometimes difficult for an assured 
to comply with coinsurance provisions 
when insuring his own properties. It is 
even more difficult when insuring proper- 
ties of others where fluctuations exist 
within the week, within the month, with- 
in the year, and when there is no fore- 
warning of the articles of unusual value 
and in unusual volume. Contemplate if 
you will the difficulties involved under 
a fire insurance policy wherein the goods 
of all the customers have to be retained 
and inventoried to comply with a coin- 
surance clause. 

“Imagine the annoyance of customers 
forbidden the return of their property 
until inventory is completed. In addition 
to broader coverages as to perils insured 
against, the multi-peril policies also in- 
sure earned charges on damaged or 
destroyed property. They also insure 
confusion of goods resulting from a peril 
insured against. 


Legal Liability 


“Our second point was ‘legal liability 
versus property damage insurance.’ What 
then is the legal liability of a laundry 
or cleaner to its customers? This varies 
from state to state, but generally speak- 


ing legal liability is a question of fact 
and not of law—hence, cannot be de- 
termined finally without a trial. Secondly, 
the bailee’s legal liability in the absence 
of specific statute is determined by his 
failure to use the care, skill, and diligence 
usual to his trade at the time and the 
place of the loss. It can readily be seen 
that this produces a variable standard of 
measurement. 

“Specific insurances quite often are 
limited to legal liability. Bailee’s cus- 
tomers insurance by its very nature 
covers property damage without raising 
the question of legal liability. This type 
of insurance is often sold as goodwill 
insurance on the general principles that 
the American citizen of today expects 
to be paid for lost or damaged goods in 
the custody of others and that if he is 
not so paid he will as a minimum take 
his business elsewhere. Insurance on 
building, machinery, and so forth would 


rebuild a destroyed laundry. Lack of in- 
surance on customers’ goods would send 
the customers elsewhere. 

“As to the third point ‘two-party versus 
three-party insurance,’ specific insurance 
is generally two-party insurance and 
bailees’ customers insurance is always 
three-party insurance. Whether or not 
the named assured’s customers may have 
been charged for the insurance, it has 
been held that customers have a direct 
right of action under the policy. While 
claims are normally settled amicably, a 
laundryman or cleaner would face pos- 
sibility of suit in small claims courts by 
large numbers of customers in case of 
denial under a_ two-party contract, 
whereas with a three-party contract the 
customers could sue the insurance com- 
pany direct. 


Limits of Liability 


“As to point four ‘policies with stated 
limits of liability versus actual cash value 
policies,’ our company along with a few 
of the other largest writers issues a 
policy with no stated limit of liability 
depending upon our own knowledge of 
circumstances to estimate values that 
may be at risk. By far the larger number 
of companies consider themselves either 
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Now, Mr. Agent, is the time 
for you to offer these business 
owner clients a plan of hospi- 
tal-surgical- medical coverage 
for employees that offers: 

1. Freedom from periodic 
premium increases. 

2. Broad coverage with no 
illness or accident exclusion 
and with no pre-existing ill- 
ness exclusion. 

3. Close, friendly cooperation 
with hospitals and doctors. 
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Plenty of companies write the larger 
groups and permit Agents and Brokers 
to earn commissions. 


AMERICAN HEALTH COMPETES WITH 
“NON-PROFIT” PLANS AMONG SMALLER 
AND MEDIUM SIZE GROUPS 


Write E. D. Lister, Manager, New Jersey State Office, 
Military Park Bldg., Newark 2, or call MArket 2-2888. 


AMERICAN HEALTH INSURANCE CORP. 


BALTIMORE 2, MARYLAND 


~ 


Why 
wait 
any 
longer? 


4. Prompt claim settlements 
directly from the New Jersey 
State Office. 

5. Recognition of the agent 
or broker as an important in- 
termediary in the client-com- 
pany relationship. 

You and your clients get all 
these advantages when you 
deal with American Health. 
We make it possible for you 
to compete with so-called non- 
profit plans. 








unable or unwilling to issue a policy 
without a stated limit of liability. 
“Unless the stated limit is made so 
high as to have no possible bearing, 
the assured always runs the risk of 
buying goodwill insurance for purposes 
of retaining his customers’ business only 
to find himself in the serious predica- 
ment of having inadequate insurance and, 
hence, being unable to accomplish the 
very purpose for which such insurance 
was purchased. Accordingly then the 
named assured finds himself in the posi- 
tion of being required to circularize his 
customers that all of them who have in- 
surance of their own that would cover 
should collect from their own insurance 


company. 
“To avoid bad public relations and un- 
necessary litigation, the insurance in- 


dustry by Agreement of Guiding Princi- 
ples provides that in such cases the 
bailees’ customers insurer will prorate 
available funds to customers who have 
no other insurance, and that the sur- 
plus funds remaining, if any, will be 
made available pro rata to the insurance 
companies who have paid the individual 
owners direct. 

“The extent of the deficit determines 
in how bad a jam the bailee may be. It 
should be apparent that anything less 
than full insurance paid by or through 
the bailee falls short of maximum cus- 
tomer goodwill. While there are many 
variable factors, a reasonable rule of 
thumb is that a laundry should not have 
a limit of liability less than 25% of its 
annual gross receipts and that a dry 
cleaner’s limit of liability should not be 
less than one-third of its annual gross 
receipts. 

Forms and Rates 


“As to the fifth point ‘bureau forms 
and rates versus open forms and rates,’ 
here we run into reasons both pro and 
con, Bureau forms and bureau rates 
usually mean that somewhere the non- 
bureau writers will add to the coverage 
or cut the rate to a point where the 
entrance of such competition usually 
means the loss of the business. Open 
forms and rates are not invulnerable to 
attack either. The principal writers of 
the class, however, have freedom of 
action to meet competition as it arises 
and appears to do so much more suc- 
cessfully where such freedom exists. 

“Quite often laundries and cleaners do 
a storage business, some of it quite 
large. Where furs are stored they are 
subject to IMIB forms, rates and rules. 
Other properties, however, are insured 
subject to regular bailees’ customers pol- 
icy forms normally on a monthly report- 
ing basis and at a rate per $100 of storage 
value rather than of gross receipts. Such 
policies are also endorsed optionally in- 
suring against loss of unearned storage, 
labor and repair charges. This is written 
either for an agreed amount at one-half 
of the annual storage rate or subject to 
monthly reporting values at the monthly 
storage rate. ; 

3ailees’ customers insurance has been 
written for approximately 35 years by 
inland marine departments of stock com- 
panies. Being wide open to competition 
from all types of carriers, it can simply 
be said that contract coverage and rates 
hz ave proven themselves from a sales 
point of view as absolutely adequate for 
the needs of the named bailees and their 
customers and that the salability is 
amply demonstrated by the record.” 


Nixon on Block Risks 


(Continued from Page 19) 


therein are of particular importance: in- 
fidelity clause, unattended automobile 
clause and unexplained loss or mysteri- 
ous disappearance. 


“Experience has demonstrated that 


there would appear to be no compensat- 
ing rate to cover such contingencies and 
as underwriters we have encountered 
very little difficulty with such exclu- 
sions.” 
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Smith on Definition 


(Continued from Page 1) 


retary, Fire Association, which has its 
home office in Philadelphia where the 
North America is located, took exception 
to Mr. Smith’s statement that the ma- 
rine definition is on the way out. 
George W. Nixon, assistant manager, 
Marine Office of America in New York 
which represents the America Fore 
Group and other companies, said he 
“feels the marine definition has tremen- 
value to the insurance industry.’ 
Other extemporaneous rem irks of the 
speakers were in reply to many ques- 
tions on various inland marine problems. 
Ira F. Weisbart, CPCU and CLU, 
president of the New Jersey Chapter of 
CPCU, presided and Garret W. Roerink, 
CPCU, analyst, American of Newark, 
was an efficient and diplomatic moder- 
ator. Speakers included James W. Ken- 
nedy, inland marine secretary, Atlantic 
Companies; Philip W. Scheide, vice 
president, Phoenix of Hartford, and 
Messrs. Smith, Nixon and Shepard. The 
talks of Messrs. Kennedy and Shepard 
were presented in last week’s The East- 
ern Underwriter. Due to illness of Mrs 
Scheide, Mr. Scheide could not attend 
the meeting and his paper was read by 
Roger S. Henry, state agent in New 
Jersey for the Phoenix, and president 
of the New Jersey Fieldmen’s Associa- 
tion. Mr. Weisbart stated there are 44 
in the New Jersey CPCU Chapter now, 
compared to only 12 a few years ago. 


Diplomas to New CPCU Members 


dous 


During the luncheon period Dr. Harry 
J. Loman, dean, American Institute for 
Property and Liability Underwriters, 
Inc., presented CPCU diplomas and ad- 
ministered the charge to the following 
who passed the examinations earlier this 
year: 

John I. Brower, 
\gency, Plainf _ 
William Vogel Agency, 
D. Fazio, National Surety 
ark; William H. Hackett, 
surance Group, Newark; Edward P. 
Kinchley, Jr., E. P. Kinchley Agency, 

i J 1 Robert D. McKee, Jos. G. 

Agency, Rumson, and Everett 
Providence-Washington Group, 
Newark. 

General 

Day committee 


Richard T. Beuschel 
Harold Engelman, 
Newark; Thomas 
Corp., New- 
American In- 


chairman of the Insurance 
was Sydney DeRoner 
and assisting him were Irving and 
Leonard Klotz, ticket chairmen; Mr. 
Roerink, speakers chairman; Bernard H. 
Lowy, arrangements chairman, and San- 
ford W. Sobel, publicity chairman. 

After Vice President Smith of the 
North America had reviewed the history 
of the nationwide inland marine defini- 
tion and interpretation of underwriting 
powers since 1932 he stated his views on 
the current situation as follows: 


Aim Is Self Regulation 


“It is abundantly clear from the 
language of the definition and the un- 
derlying articles of agreement, as well as 
various statements of the joint commit- 
tee and its members, that for 20 years 
the consistent purpose of the agreement 
regarding the marine definition has been 
to bring about by collective action con- 
formity with a standard definition of 
marine insuring powers throughout the 
United States, both by state Commis 
sioners in applying their respective state 
egulatory statutes governing types and 
forms of policies, and by insurers in is 
suing policies. 

“Members of the joint committee, at 
a meeting of the Commissioners’ com- 
mittee on definition and interpretation 
on March 20 and 21, 1953, frankly ad- 
vocated self-regulation of the inland ma 
rine business by concerted action. After 
describing the joint committee as ‘depu- 
were, of the National Associa- 
tion of Insurance Commissioners,’ their 
spokesman made reference to ‘laying 
lown a pattern for the conduct of the 
business’ to prevent ‘free wheeling’ and 


ties as it 


‘flying solo’ with ‘no restriction whatso- 
ever.’ 

“As one member put it, the argument 
regarding operation of the definition was 
‘between those who wish to go their in- 
dividual way and those who wish to 
make rates in concert. And let me re- 
mind you,’ he continued, ‘that the mak- 
ing of rates is inseparable from the 
drafting of forms.’ Declaring that he 
was not for elimination of competition 
altogether, the vice chairman of the joint 
committee expressed the view that ‘there 
are orderly processes in this business 
that are in the best interests of the 
public.’ 

Opposition Expressed 


“At the same March, 1953, meeting of 
the Commissioners’ committee, certain 
non-signatories to the articles of agree- 
ment stated their opposition to the defi- 
nition, not when used as a guide for 
appropriate statistical, tax or accounting 
purposes, but to the extent that it oper- 
ated to inhibit insurers in the exercise of 
their charter and other- local powers. As 
a result of these objections, the preamble 
to the definition was redrafted so as to 
delete such stated purposes as ‘to deter- 
mine what kinds of insurance coverages 
may not be written in the United States.’ 

“Instead it was made to state specifi- 
cally that the definition ‘does not include 
all of the kinds of risks and coverages 
which may be written’ and to add this 
significant clause: “This instrument shall 
not be construed to restrict or limit in 
any way the exercise of any insuring 
powers granted under charters and li- 
cense whether used separately in com- 
bination or otherwise.’ 

“And, at a meeting of the Commission- 
ers’ committee at the NATC, June, 1953 
convention, a representative of the joint 
committee agreed, upon inquiry from a 
representative of a non-signatory com- 
pany, that the respective state laws, 
rather than the marine definition or the 
industry committee rulings, would gov- 
ern the exercise of charter and other 
legal powers of insurers,” said Mr. Smith. 


Sees No Real Change in Purpose 


“Notwithstanding these concessions to 
objec tions of non-signatory companies to 
the definition controlling or restricting 
the forms and types of policies to be 
issued by insurers, it seems doubtful that 
there has been any real change in the 
purpose of the advocates of the marine 
definition. 

“In the ‘plan for a committee on inter- 
preté ution of the nationwide marine defi- 
nition’ recommended by the joint com- 
mittee and approved by the Commis- 
sioners’ committee on definition and in- 
terpretation and by the NAIC in June, 
1953, the purpose was again stated ‘to 
bring about and maintain uniformity in 
the definition and classification of marine 
and inland marine insurance.’ 

‘The 15-man industry committee cre 

by this plan, to be appointed by 
the NAIC with the advice of the indus- 
trv, is given broad powers to carry out 
the purpose of the plan. Unless there 
fact, widespread adherence to the 
definition, most of its function is  re- 
moved, as the joint committee has 
pointed out. 

“Furthermore, there is no indication 
that the underlving articles of agreement 
has been terminated, and presumably its 
signatories are still bound to adhere to 
the definition. Though it remains to be 
seen how the amended definition and the 
new industry committee on interpreta- 
tion will operate, present indications are 
that the purpose of the definition re- 
mains fundamentally the same today as 
it has been since its adoption in 1933,” 
observed Mr. Smith. 


Effects Follow Intention 


is, in 


“The marine definition in operation 
has to large extent had the effect which 
it was intended to have. Insurers who 
were parties to the articles of agreement 
by concerted action succeeded in induc- 
ing approximately two-thirds of the 


states to adopt the 1932 definition as an 
official regulation. Interpretations of the 
joint committee have in most instances 
been accepted by the states as interpre- 
tations of state law. A great majority of 
the insurers have adhered to the defini- 
tion in writing policies. 

“Thus, the effect of the adoption and 
operation of the definition has been to 
secure a substantial adherence to the 
definition in the issuance of policies, and 
thereby to produce uniform exercise of 
charter powers by insurers adhering to 
the definition. 

“One reason why such effect has been 
achieved is that the rulings of the joint 
committee interpreting the definition 
have been widely accepted by both Com- 
missioners and insurers as having the 
force of law. In a report dated June 12, 
1952, to the Commissioners’ committee on 
definition and interpretation, the joint 
committee stated that it had decided 
1,802 cases involving interpretation of 
the definition and that of such cases only 
two had been appealed to the Commis- 
sioners’ committee as provided for in the 
articles of agreement, in each of which 
the joint committee was sustained. 

“One example of the operation of the 
joint committee is reflected in interpre- 
tative bulletin No. 131, in which the joint 
committee ruled that the issuance of the 
manufacturers’ output policy was incon- 
sistent with the definition, and requested 
the issuing company to cancel its out- 
standing policies of that type and refrain 
from issuing such policies in the future. 
Following the issuance of this bulletin a 
number of state Commissioners refused 
to approve the manufacturers’ output 
policy. 

Manufacturers Output Case 


“Action of the joint committee in the 
manufacturers’ output case was an ex- 
pression of the power which it ascribed 
to itself in itis interpretative Bulletin No. 
90 dated November 20, 1940. Let me read 
you its precise language: 

“When a question arises as_ to 
whether insurers have exceeded the li- 
censed underwriting powers of their re- 
spective classes, by insuring against 
perils or hazards which can be insured 
only by the exercise of marine or inland 
marine powers, the consideration and de- 
termination of the right to assume such 
underwriting power is within the juris- 
diction of this committee, whether the 
insurance is written on a marine form or 
otherwise.’ 

“There are two very important points 
to be considered in this bulletin. First. the 
there is the statement that the joint 
committee has the authority to determine 
the right of an insurer to exercise any 
underwriting power that involves the use 
of marine or inland marine power; and 
second, the extension of the committee’s 
power even to policies of other than ma- 
rine and underwriters when such policies 
include perils which (under the defini- 
tion) can only be insured by the exercise 
of marine or inland marine powers. 

“In other words, any insurance that 
involves marine or inland marine cover- 
ages, even though the so-called coverage 
is only a part of the whole insurance is 
held by the joint committee to come 
within their jurisdiction. By this means 
the joint committee could effectually 
control most anv multiple line develop- 
ment,” Mr. Smith warned. 


Recommendations Only Advisory 


actions and_ state- 
ments of the joint committee indicated 
a belief that its rulings were legally 
binding upon insurers and Commission- 
ers, in its report of November 21, 1952, 
the joint committee recommended that 
the Commissioners accept committee rul- 
ings as ‘advisory’ with each state free 
to ‘accept or reject the advice of such 
committee.’ 

“The joint committee apparently felt 
that putting its ruling on an ‘advisory’ 
basis would make them less objection- 
able. As a matter of fact, it is difficult 
to understand how the joint committee 


“Although earlier 


could consider its rulings as anything 
but advisory. No state law authorized 
the activities of the joint committee. 
Such activities were purely those of a 
private group. 

“Of necessity any recommendations of 
this private group to state regulatory 
officials must be advisory. However, 
where the result of such advisory group 
action is to influence Commissioners’ and 
insurers’ conduct so that standard forms 
of insurance are written, the means by 
which the result is produced is imma- 
terial,” continued Mr. Smith. 

“Up to this time over 23 states and at 
least one territory have adopted the 
amended definition. This indicates that 
the group action which brought about 
the marine definition, even though now 
‘advisory,’ has continued to produce the 
effect desired by its proponents. Most 
rulings or orders adopting the definition 
use language to the effect that all poli- 
cies issued on or after a specified date 
shall conform to the definition. 

“Some even point out that the defini- 
tion is binding without the consent of 
the carrier. Furthermore, many of these 
orders flatly state that the plan for an 
industry committee on interpretation of 
the nationwide marine definition is 
adopted. A few state officials approached 
this feature of the plan a little more cau- 
tiously by either not mentioning it or 
by simply saying that their department 
will use the plan. 


Interference With Multiple Lines 


“Our industry is now entering into the 
development of a new kind of insurance 
called multiple line. Ramifications of 
this new development cannot now be 
predicted. In the brief time such powers 
have been exercised by insurers they 
have demonstrated their value to the in- 
suring public and the American market. 
It would be a grave mistake, without 
knowing what the future holds in store, 
to permit interference with the develop- 
ment of this field by the improper use 
of the definition device. 

“The personal property floater is a 
form of multiple line coverage. It con- 
tains elements of fire and casualty insur- 
ance. At the same time, the nationwide 
marine definition arbitrarily classifies the 
personal property floater as inland ma- 
rine insurance. Now, it may be desirable 
at some time to include the all-risk type 
of coverage provided by the personal 
property floater in a contract which also 
covers the dwelling containing the per- 
sonal property against similar perils, and 
perhaps including other forms of insur- 
ance, such as liability. Such a contract 
will not be inland marine any more than 
it will be fire or casualty. It will be a 
multiple line contract. 

“However, since the contract would 
contain an element of inland marine in- 
surance, it seems apparent that the new 
industry committee on interpretation, if 
it follows the pattern of the old joint 
committee, would consider that its defi- 
nition would fall within their jurisdiction. 
If such was the case and they decided 
the whole contract did not fall within 
the permissible classes as stated in the 
definition, they would hold that such a 
contract does not qualify as inland ma- 
rine. 

How Commissioners Might Act 


“Under these circumstances the com- 
pany proposing to issue such a contract 
would be in a most difficult position. 
Insofar as I am able to discover, the 
plan for the industry committee does 
not contain any provision for an appeal 
from their decision. Thus, the matter 
would be left to the discretion of the 
individual Commissioners, who, to begin 
with, are faced with an opinion by @ 
committee appointed by them, that the 
proposed contract is not inland marine 
and therefore could not be approved un- 
der inland marine license powers or rate 
regulatory laws if such were necessary. 

“This being the case, it is entirely 
possible that many of the Commissioners 
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Auto Rate Revisions 
Are Filed in Ohio 


2.3% 


OVERALL INCREASE OF 
Material Damage Rate Change See In- 
crease in Deductible Collision, Drop 
in Comprehensive Cover 
Walter A. Robinson, Ohio Superin- 
tendent of Insurance, announces that the 
National Underwriters As- 
sociation has filed new rates and rules 
writing of automobile material 
coverages in Ohio, effective 
effect for the state 
about 2.3% 


Automobile 


for the 
damage 
October 19. The 
amounts to an increase of 
in premium revenue. 

Private passenger comprehensive pre- 
mium revenue has been reduced approxi- 
mately 3% for the state as a whole, with 
average premium reductions varying to 
as much as 12'4% in some territories. 


Deductible Collision 


The $50 deductible collision experience 
for the state indicates that increases are 
necessary and this experience varies by 
rating territory, with some areas receiv- 
ing reductions and other areas, increases 
in premiums. The increase in $50 de- 
ductible collision premium revenue for 
the st - amounts to about 94%. 

The National Automobile Underwriters 
Association filing for $100 deductible col- 
lision results in a reduction for the 
state as a whole of approximately 44% 
with the average reductions varying by 
rating territory. In certain rating terri- 
tories where the private passenger col- 
lision experience does not warrant re- 
ductions, the new premiums are at ap- 
proximately the same level as those now 
in effect. 

The present two classes for private 
passenger automobile collision rating 
have been increased to three classes by 
sub-dividing Class 2 into a new Class 2 
and a Class 3; the new Class 2 being 
business and non-business use—operator 
under age 25; while Class 3 is business 
and non-business use, individually-owned 
—no operator under age 25, or private 
passenger automobiles owned by cor- 
porations, co-partnerships or  unincor- 
porated associations 
_ Where the level of collision premiums 
ina territory remains unchanged, the 
Premiums for Class 1 are reduced by 
approximately 11%; premiums for the 
new Class 2 are increased by 15%; and 
premiums for Class 3 remain the same 
as for the present Class 2—in other 
words, they remain unchanged. These 
changes are justified by collision ex- 
perience. Where the level of collision 
Premiums in a territory has been altered, 
the aforementioned effects by class are 
in addition to the changes in premium 
levels. 


Commercial 


Commercial local hauling fire and theft 
and comprehensive rates have been re- 
duced approximately 814%. Local hauling 
collision premium revenues has received 
a reduction in excess of 14%. A new 
‘light commercial” classification for com- 
Mercial vehicles with a load capacity of 
1,500 pounds or less has been established, 
entitling risks of this type to local haul- 
ing rates and premiums regardless of 
distance of operation. 

Intermediate and long distance fire and 
theft and comprehensive rates have been 
reduced approximately 10%, while col- 
lision cover rages for these two classes of 
Vehicles remain unchanged. 

Other minor rate and rule changes 
have been made effective. Included in 
these changes are reductions in pre- 
Miums for towing and labor costs and 
Sarage keepers legal liability. 






Collision Rate and Class 
Changes Made in Vermont 


A revision to the present private pass- 
enger automobile collision classification 
rating plan has been filed by the Na- 
tional Automobile Underwriters Associa- 
tion on behalf of its member and sub- 
scriber companies and accepted by the 
Insurance Department of Vermont, ef- 
fective October 19. 

The present two classes for private 
passenger automobile collision rating 
have been increased to three classes by 
subdividing Class 2 into a new Class 2 
and a Class 3; the new Class 2 being 
business and non-business PER cicimee 
under age 25; while Class 3 is business 
and non-business use, individually owned 
under age 25, or private 
owned by corpo- 
unincor- 


no operator 
passenger automobiles 
rations, co-partnerships or by 
porated associations. 

Collision premiums for Class 1 are 
reduced by approximately 11%; collision 
premiums for the new Class 2 are in- 
creased by 15%; and collision premiums 
for Class 3 remain the same as for the 
present Class 2—in other words, are un- 
changed. These changes are justified by 
the collision experience. 


Inland Claims Hears Nixon 

The Inland Marine Claims Association 
held its monthly meeting October 13 at 
Whyte’s Restaurant in New York. 
George Nixon, assistant manager of the 
Marine Office of America, in discussing 
the relationship between the underwriter 
and the claims departments stressed the 
advantages of close cooperation between 
the two phases of operation. 

Mr. Nixon pointed out that underwrit- 
ers rely to a large extent on information 
and facts developed through investiga- 
tion of claims. Walter Kovats, Hart- 
ford Fire, is president of the Inland 
Marine Claims Association. 


Delaware Revisions in 
Collision Rates, Classes 


A revision to the present private pass- 
enger automobile collision classification 
rating plan has been filed by the Na- 
tional Automobile Underwriters Associa- 
tion on behalf of its member and sub- 
scriber companies and accepted by the 
Insurance Department of Delaware, ef- 
fective October 19. 

The present two 
automobile 


for private 
rating 


classes 
collision 


passenger 
have been increased to three classes by 
subdividing Class 2 into a new Class 2 


and a Class 3; the new Class 2 being 
business and non-business use—operator 
under age 25; while Class 3 is business 
and non-business use, individually owned 
no operator under age 25, or private 
passenger automobiles owned by corpo- 
rations, co-partnerships or by unincor- 
porated associations. 

Collision premiums for Class 1 are 
reduced by approximately 11%; collision 
premiums for the new Class 2 are in- 
creased by 15%; and collision premiums 
for Class 3 remain the same as for the 
present Class 2—in other words, are un- 
changed. These changes are justified by 
the collision experience. 


SYRACUSE OFFICE MOVES 
The Springfield Group of Insurance 
Companies, Springfield, Mass.,  an- 
nounces that its Syracuse, N. Y., service 


office has been moved to 633- 35 South 
Warren Street. 
address 
western New 


Fieldmen located at this 
service agents in central and 


York. 
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HONOR JOHN B. STEBBINGS 


Royal-Liverpool Marine Supervisor Be- 
comes Associate Member of Insur- 
ance Institute of America 
John B. Stebbings, supervisor of the 
marine subrogation unit of the Royal- 
Liverpool Insurance Group, was honored 
at a luncheon recently at the Drug & 
Chemical Club for his achievement in 
becoming an associate member of the 


Insurance Institute of America. Dean 
Goerlich of the School of Insurance, 
Insurance Society of New York, was 


present at the luncheon to present Mr. 
Stebbings with a certificate of member- 
ship. 

Mr. Stebbings took ten courses, all in 
marine subjects, over a period of five 
years and passed eight of the examina- 
tions with honors, entitling him to a 
magna cum laude certificate. Mr. Steb- 
bings has been with the group for five 
and a half years, 

The luncheon was arranged by Marine 
Secretary George A. Bernard who acted 
as host. Beside Dean Goerlich and Mr. 
Stebbings, the guests were J. L. Erhardt, 
assistant U. S. manager and vice presi- 
dent; Joseph G. Romans, W. H. Curwen, 
and C. H. Pedersen, assistant marine 
managers; E. F, Lackington and W. 


Sembler of the marine department. Mr. 
Bernard read a congratulatory cable- 
gram from F. B. Zeller, U. S. marine 
manager. 


Atlas and Albany Veterans 
Hold Annual Dinners 


The annual dinner of the Eastern divi- 
sion of the “Atlas”’-“Albany” Quarter 
Century Club for those members of the 
staff of the Atlas Assurance and the 
Albany, who have been in the employ of 
these companies for 25 years or more, 
was held at the Fifth Avenue Hotel, 
New York City, on October 15. 

U. S. Manager C. M. Gallagher made 


a brief address. Vocal and instrumental 
selections were rendered by club mem- 
bers. 


Similar gatherings were held on the 
same evening for staff members of the 
Western division at Chicago, and the 
Pacific division at San Francisco. 


Smith on Definition 


(Continued from Page 26) 


who had adopted the marine definition 
and the plan for its interpretation would 
disapprove the contract despite the 
statement in the preamble to the defini- 
tion under which such a contract could 
be approved. The company wishing to 
file the new contract for use would then 
be faced with the disagreeable task of 
deciding whether to abandon their pro- 
jected new policy or to seek relief in the 
courts. Neither course is a good one. 
The first is bad for the business and 
the public, particularly since it leaves 
control in the hands of a few competi- 
tors and thus tends to inhibit free en- 
terprise in our business. The second is 
a long, time-consuming and expensive 
course. It :s one that many companies 
are not equipped to undertake. 


Power in Hands of Few 


“This hypothetical case illustrates the 
extraordinary power which is to be 
placed in the hands of a few men, each 
representing the interests of different 
compartments of the business. I am 
unable to say whether or not the im- 
plications of this astonishing delegation 


of power by some Commissioners fully 
realized,’ Mr. Smith told his audience. 

“Actually, it is too early to judge the 
practical effect of the adoption of the 
amended definition and the plan for its 
interpretation by an industry committee. 
But, as we have seen, there is inherent 
in the definition and the plan for its 
interpretation the danger that they may 
be used to inhibit the exercise of the 
charter powers of insurers and the de- 
velopment of new forms of coverage. 
The past history of the definition fur- 
nishes convincing evidence that the dan- 
ger is a real one. 

“The case of the manufacturers’ out- 
put policy clearly shows that there are 
forces in our business who are opposed 
to multiple line underwriting and who 
would not hesitate to use the amended 
definition as a means to hinder or block 
its development. Those who believe in 
free mag cannot afford to allow 
the definition be used in the future 
to freeze papell es coverages into pres- 
ently known and recognized forms. In 
this, the insurance Commissioners of the 
United States bear a grave responsibility 
to recognize such tactics and to defeat 
them. 

“The constructive forces in our busi- 
ness have a right and obligation to de- 
mand that the amended definition be 
properly used as a guide for appropriate 
tax, accounting and statistical purposes 
and as a convenient means for showing 
a partial list of inland marine coverages 
consisting of those that are uniformly 
and clearly inland marine under the 
laws of all states. It must not be used 
as a means for establishing the limits of 
what may be regarded as inland marine, 
nor as a means of outlawing other cov- 
erages which may be written under ma- 
rine powers, or under other charter 
powers or combinations of such powers. 


Safeguards in Preamble 


“The dangers discussed herein were 
brought to the attention of the Commis- 
sioners’ committee. As a result the pre- 
amble to the definition was re-written 
for the express purpose of providing a 
safeguard against such dangers. There- 
fore, too much emphasis cannot be 
placed on the importance of two sig- 
nificant principles expressed therein. 

“This is the flat statement that it 
‘does not include all of the kinds of 
risks and coverages which may be writ- 
ten or classified or identified under ma- 
rine, inland marine or transporté ition in- 
suring powers.’ The second is the posi- 
tive injunction that ‘this instrument 
shall not be construed to restrict or 
limit in any way the exercise of any in- 
suring powers granted under charter 
and license whether used separately, in 
combine ation or otherwise.’ 

“Notwithstanding these statements, it 
is clearly possible that an attempt may 
be made to use the amended definition as 
a means to inhibit the development of 
new forms of multiple line coverage. To 
permit such a result would restrict com- 
petition and destroy the initiative in our 
business. It would be contrary to the 
fundamental principle of free enterprise 
which is widely conceded to be the basis 
for the unparalleled development of the 
industrial and economic life of our coun- 
try. 

“All of those who believe in free en- 
terprise are urged to use their influence 
to prevent any misuse of the so-called 
amended definition and the plan for its 
interpretation in order that initiative, in- 
tegrity and self respect may be truly 
regarded as attributes of our great busi- 
ness,” Mr. Smith concluded. 
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Lincoln Tunnel Tube 

Job Set at $17,260,370 
100% SURETY BOND REQUIRED 
F. & D., Indemnity Co. of North Amer- 


ica, Standard Accident Co-Originators ; 
Port of N. Y. Authority Project 





One of the largest construction con- 
tracts in recent years in New York area 
third Lincoln 
a few days 


—that of the proposed 
Tunnel tube—was awarded 
ago by the Port of New York Authority 
to three contractors in a joint venture— 
Mason & Hanger Co., Inc., the Arthur 
A. Johnson Corp. and MacLean Grove 
& Co. Inc. Their bid of $17,260,370 was 
the lowest submitted. 

Surety companies who will serve as 





co-originators of the performance bond 
required for this job are the Fidelity & 
Deposit, Indemnity Co. of North Amer- 
ica and the Standard Accident. 

In this connection the Port of New 
York Authority stipulated that the suc- 
cessful bidder should furnish security 
either in the form of a surety bond or in 
a pledge of securities as collateral. The 
joint venture contractors elected to fur- 
nish a performance bond which was re- 
quired to be in a penal sum equal to the 
total contract price. It was further pro- 
vided that each surety was to be liable 
for a penal sum not exceeding $1,000,000 
aud that the sureties selected should be 
those whose names appear on the cur- 
rent list of the Treasury Department of 
the United States as acceptable to that 
department, 

It is estimated that there will be 18 
co-sureties including the three aforemen- 
tioned co-originators. 

Security Provisions 

The Port of New York Authority in 
outlining the security provisions that will 
govern the third Lincoln Tunnel tube 
job pointed out: 

“The contractor undertakes to keep 
the Authority adequately secured at all 
times against his failure to perform 
faithfully the work and all other obli- 
gations imposed upon him by this con- 
tract, including his obligation to indem- 
nify the Authority and others against 
loss and claims arising out of the per- 
formance of the work. : 

“If the contractor has elected to fur- 
nish security for his faithful perform- 
ance in the form of a bond, it is in the 
form entitled ‘performance bond,’ which 
is hereby made a part hereof as though 
herein set forth in full. If at any time 
the Authority shall be or become dis- 
satisfied with any surety or sureties then 
upon said bond, or if for any other rea- 
son such bond shall cease to be adequate 
security to the Authority, the contractor 
shall, within five days after notice from 
the Authority so to do, substitute a new 
bond in such form and sum and signed 
by such other sureties a may be neces- 
sary in the opinion of the Authority to 
constitute adequate security.” 


A. G. Stewart Appointed 
Employers’ Liability Director 

Andrew Graham Stewart has been ap- 
pointed a director on the general board 
of the Employers’ Liability, effective 
September 30. 

Mr. Stewart is chairman and general 
managing director of Stewart & Lloyds, 
Ltd., president of the British Employers’ 
Confederation and a member of the 


executive committee of the British Iron 
& Steel Federation, 


Maryland Casualty Writes 
Large N. Y. Contract Bonds 


Maryland Casualty’s New York office 
recently participated in the writing of 
two large performance and labor and 
material bonds covering New York con- 
struction projects. In the first case the 
Maryland was the sole originator on a 
100% performance and 100% labor and 
material bond in the amount of $13,708,- 
325, covering the Long Island City inter- 
cepting sewers project. The contractor 
is S. A. Healy Co. There are 17 co- 
sureties. 

In the other bond—that of a joint 
venture for the New York Throughway 
—Catskill section, Orange and Rock- 
land counties—the Maryland Casualty 
was co-originator (S. A. Healy Co.) with 
United States F. & G. (Mt. Vernon Con- 
tracting Co.) and Hartford Accident & 
Indemnity (M. A. Gammino). The 
amount of the contract was $17,440,509. 
Performance bond was in the amount of 
$8,720,255 and labor and material bond 
was for $2,500,000. Each one of the co- 
originators signed for one-third of these 
bonds. 


JAMES F. O’HEA DIES 

James F. O’Hea, 60, former vice presi- 
dent of National Surety Corp., died at 
his home in St. Lucie, Fla., on October 
19. He was associated with National 
Surety from 1928 until his retirement 
in 1950. Mr. O’Hea is survived by his 
brothers, John of Radburn, N. J.; Harold 
of Hasbrouck Heights, N. J., and William 
of Philadelphia, Pa. 


Workshop Held Oct. 21-22 
On Creation of Claims 


UNDER C. & S. ASSN. AUSPICES 





Two-Day Program in New York Ar- 
ranged by Claims Bureau and Re- 
search Dept. of Association 





Considerable interest was shown by 
casualty claim men who attended on 
October 21 and 22 the fourth workshop 
of the Association of Casualty & Surety 
Companies on cost reduction and control, 
held at the Roosevelt Hotel, New York. 
Sponsored jointly by the claims bureau 
and the research department of the asso- 
ciation, the over-all theme of this meet- 
ing was “The Creation and Recording of 
Claims.” The program was arranged by 
Frank Lang, manager of the research 
department, in close cooperation with 
the claims bureau and the company 
claim men participating. 

Five working panels were conducted 
during the two-day session, followed by 
a general meeting the afternoon of Oc- 
tober 22. Subjects discussed at the in- 
dividual sessions were as follows: (1) 
Creation of Claim Records; (2) Reserve 
Methods; (3) Autonomy, Authority and 
Supervision Given to Field Offices; (4) 
Maintenance of Statistics on Claim De- 
velopments, and (5) Destruction of Claim 
Records. 


Company Men Participating 


Company claim men participating in 
the sessions were as follows: Aetna 
Casualty & Surety—J. W. Jackson and 
R. R. Willey, field supervisors; American 
Automobile—Harold Stirmlinger, claims 
supervisor; American Casualty—John A. 
Palmer, assistant vice president ; Ameri- 
can Insurance Co.—Francis Van Orman, 
vice president; American Surety—H. A. 
Banks, assistant claims manager, and 
T. R. Heiser, deputy comptroller; Car & 
General—E, N. Allston, Jr., superintend- 


(Continued on Page 33) 
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Yes, We Write 
EMPLOYEE BENEFIT PLANS 


FOR SMALL BUSINESS FIRMS 


(1) Occupational Coverage 

(2) Non-occupational Coverage 

(3) Optional Hospital and Surgical Benefits 

(4) Choice of 3 Optional Indemnity Periods 

(5) Choice of 3 Optional Elimination Periods 

(6) Full Benefit for Non-confining Sickness Disability 
(7) Disability Indemnity on Weekly Basis 

(8) Available to Men & Women — Ages 16 to 70 


Send for Rates and Complete Information 


AGENCIES AVAILABLE — WRITE TO 


NATIONAL ACCIDENT & HEALTH 
INSURANCE COMPANY 


PHILADELPHIA 7, PA. 


1903—— Our Fiftieth Anniversary —1953 


244 South 8th Street 











Producers Offer 14 
“Auto Economy” Ideas 


COMPANY MEN ARE RECEPTIvgE 





Producer Groups Agree to Give Fair 
Trial to New Classification Plan; 
N. Y. Meeting Amicable 





A definite program designed to reduce 
expenses in connection with the Writing 
of automobile business was submitted by 
key men of the national producer organi- 
zations to top-ranking company execy- 
tives October 13 at an amicable meeting 
held in New York City with William 
Leslie, general manager, National Bureay 
of Casualty Underwriters, as the presid- 
ing officer. 

Although no details of the producer 
program have been revealed it is learned 
that 14 specific suggestions were pre- 
sented by John O. Cole, governing com- 
mittee chairman, National Association of 
Insurance Brokers and chairman of its 
special committee, and that they were 
well received both by the company men 
and representatives of other producer or- 
ganizations attending. If these sugges- 
tions are adopted, it was felt that they 
will be the means of simplifying the 
handling of automobile insurance. Every 
point was discussed fully and frankly 
with the best interests of the companies 
and producers in mind. 

While reduction in the acquisition cost 
for automobile business is undoubtedly 
still a hoped-for objective of the com- 
pany people it was reportedly not upper- 
most in the discussion at this gathering. 
The producers feel strongly, backed by 
advice of counsel, that any attempt to 
reduce commissions would be illegal as it 
would constitute restraint of trade under 
the Federal anti-trust law. 


“Give Classification Plan Fair Trial,” 
Company Men Ask 


The company people asked the pro- 
ducers if they would give support to the 
National Bureau’s new classification plan, 
at least on a trial basis. They frankly 
gave agents and brokers present their 
personal views on the abnormal situation 
existing in the automobile insurance 
market, and what they are doing in an 
effort to solve them. 

The producers decided to go along 
with the bureau companies in supporting 
the classification plan “as an attempt to 
solve the problem” but in many cases, 
they are doing so with doubts as to the 
effectiveness of the plan. 

Although no date was set for a further 
discussion of the problems involved, it 
was agreed that after the company peo- 
ple have had an opportunity to study the 
program put forth by NAIB there might 
be an occasion for another meeting. 


Those Attending 


The following were present at the 
meeting: NBCU Companies Committee— 
C, Grady Hallowell, vice president, Aetna 
Casualty & Surety; George F. Ainslie, 
Jr. vice president, American Surety; 
Franklin A. Seiler, vice president, Ameri- 
can Surety; J. Victor Herd, executive 
vice president, Fidelity & Casualty; 
Charles J. Haugh, secretary, Travelers 
Insurance Co., and J. Harry Bibby of 
United States F. & G. s 

NBCU staff—Messrs. William Leslie, 
Thomas O, Carlson, W. H. Brewster, 
Rollo E. Fay and W. O. Bailey. 

NAUA Companies Committee—A. C. 
Seymour, deputy U, S. manager, Royal- 
Liverpool Insurance Group; A. L. Polley, 
vice president, Hartford Fire; William B. 
Rearden, executive vice president, Fire- 
men’s Insurance Co. of Newark; Ellis H. 
Carson, president, National Surety Corp, 
and F, Elmer Sammons, president, Han- 
over Fire. 

NADA staff—Howard S. Omsberg. 

NAIB—Messrs. John O. Cole, G. Ed- 
ward Nichols, Walter C, Smith, and 
Barclay Shaw. 

NACSA—Messrs. Thomas W. Earls, 
Holton R. Price, Jr. and C. F. J. Har 
rington 

NAIA—Messrs. Joseph A, Neumann, 
Joseph H. Bandy, John F, Neville and 
Donald W. Perin. 
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Price Clark Urges 
School-Industry Team 


AT SAFETY CONGRESS MEETING 


Tells School and College Section Edu- 
cators Must Abandon Skepticism of 
“Industry’s Gift Horses” 


Urging the nation’s educators to be- 
come “a working team with American 
business in the rapidly expanding nuclear 
age, Price E. Clark, educational director 
of the Association of Casualty & Surety 
Companies, told the school and college 
section of the National Safety Congress 
meeting in Chicago that “education must 
gear its pace to the swift scientific ad- 
vances of the newly opened atomic age 
by forgetting some of its outworn pro- 
fessional phobias regarding possible com- 
mercialization of the free school system 
by business and industry.” 

Citing the stock casualty insurance in- 
dustry’s sponsorship of the national high 
school driver award program to encour- 
age the teaching of safe driving to nearly 
5,000,000 students to date a9 a specific 
example of management’s public service 
contributions to the national welfare 
through the school system, Mr. Clark 
said educators must abandon some of 
their skepticism of “industry’s gift 
horses” and adapt their teaching proc- 
esses to a more modern tempo that will 
keep students abreast of current devel- 
opments, particularly those in the nu- 
clear fields. 

In the field of traffic safety, Mr. Clark 
pointed out, the Association of Casualty 
& Surety Companies has spent well over 
$2,250,000 in a little more than a decade. 
A large portion of this sum, he added, 
was devoted to pioneering and expand- 
ing the development of driver education 
courses in high schools and providing 
training for teachers. To date, more 
than 10,000 teachers of driver education 
for high schools and colleges have been 


trained. In addition, he said, the stock 
casualty business developed the first 
driver education textbook, “Man and 


the Motor Car,” over 500,000 copies of 
which have been distributed to schools. 


Billions Spent in Research 


“Billions of dollars are being spent in 
research by business, industry and the 
government, but under psesent educa- 
tional processes the fruits of this re- 
search are in many instances forbidden 
to interested students in school and col- 
lege courses because many professional 
educational groups are still mighty sus- 
picious that there is a commercial taint 
to any offer of cooperation from busi- 
ness firms and organizations,” said Mr. 
Clark. “American business, however, has 
put so many notable public service con- 
tributions in the educational pot in the 
last quarter of a century, because of its 
enlightened self-interest in the nation’s 
progress on the social, scientific, eco- 
nomic and safety fronts, that it should 
be trusted more fully by educators as 
having motives that are both understand- 
able and commendable. 

“So vast in value has been the extent 
of these contributions to education by 
industry that without its enlightened 
philanthropy, American students would 
be at least ten years behind the times. 
There are as many commercial and in- 
dustrial organizations in America today 
whose leaders are as sincere and honest 
in their civic interest, as expressed 
through their contributions to the public 
welfare, as there are honest and sincere 
educators directing our schools and col- 
eges. 

“But until educational leaders begin 
to regard philanthropic public service 
gestures by business with more warmth 
and cooperation and less suspicion of 
the motives which prompt genuine con- 
tributions to the knowledge of the na- 
tion’s future workers, school and college 
course processes will continue to lag far 
behind the advances in knowledge pro- 
duced by the research initiative of 
American corporations and organiza- 
tions.” 

Mr. Clark emphasized that billion dol- 


ROLLO E. FAY N. Y. VISITOR 


Will Accompany Wm. Leslie, Nat'l Bu- 
rea Manager, on Coast Trip With 
Two Convention Stop-offs 

Rollo E. Fay, San Francisco, who is 
Pacific Coast manager of National Bu- 
reau of Casualty Underwriters, has been 
a New York City visitor for the past 
year. He is returning to the west today 
(October 23) accompanied by William 
Leslie, the bureau’s general manager, 
who will make two convention addresses 
in the next several weeks. 

First convention stop for Messrs. Fay 
and Leslie will be in Phoenix, Ariz. 
where the annual meeting of the Ari- 
zona Association of Insurance Agents 
will be held October 25-27 at Westward 
Ho Hotel that city. Mr. Leslie will be 
one of the principal speakers on the pro- 
gram. 

Next on the itinerary will be attend- 
ance at the annual meeting October 29- 
30 of the Pacific Fire Rating Bureau at 
Camelback Inn., near Phoenix. There- 
after Messrs. Fay and Leslie will go on 
to Los Angeles to attend the annual 
convention November 2-4 of the Cali- 
fornia Association of Insurance Agents 
at Biltmore Hotel that city. Mr. Leslie 
is also scheduled to speak at this gath- 
ering. 

Arriving at San Francisco for a visit 
of several days Mr. Leslie will be guest 
of honor November 6 at the montly 
luncheon meeting of the Casualty Insur- 


ance Association of California. He is 
due back in New York the following 
week 





lar corporations like General Motors 
and duPont, and others to a lesser de- 
gree, have developed research facilities 
that “are equal to, or far superior to, 
those of our best universities.” He con- 
tended that educators should avail them- 
selves of all possible knowledge produced 
by American business research and pass 
it on to students quickly enough to keep 
them abreast of current advances in 
science and other branches of learning. 


SALT LAKE CITY CHANGE 


E. A. Bjorklund Retiring as U.S.F. & G. 
Manager There; R. R.’ Sonntag 
Succeeds Him; Their Careers 
Eric A. Bjorklund, of the Salt Lake 
City branch of the United States F. & G., 
will retire as manager on November 1. 
He will be succeeded by Robert R. Sonn- 

tag, assistant manager of the branch. 

30th men are veterans in_ the 
U.S.F.&G., Mr. Bjorklund having been 
employed in Salt Lake City in 1912 by 
the first president of the company, John 
R. Bland, when the personnel consisted 
of himself and the managers, Leonard 
and Jenkins. Born in that city in 1888, 
his first insurance job was with Windsor 
& Co., general agents. Later he joined 
the J. B. Moreton —, 

From 1912 to 1917 Mr, aycoegry was 
special agent-underwriter in the U.S.F. & 
G. office. ch ea Sem the office 
then was less than 1% of what it is 
today. 

Mr. Bjorklund was made assistant 
manager in 1917, acting manager in 1927, 
and manager in 1928. He is regarded by 
the industry as one of the best posted 
insurance men in his territory—Utah 
and the greater part of Idaho. He is a 
member of the Salt Lake Kiwanis Club, 
Chamber of Commerce, University Club 
and a Shriner. 

Manager Sonntag also is a native of 
Salt Lake City. He has five youngsters, 
the oldest 15, the youngest 2. After at- 
tending the University of Utah, he was 
employed by Manager 3jorklund. He 
has been at various times underwriter, 
special agent and assistant manager. 


DEATH OF JOHN A. RUDD 

John A. Rudd, 51, manager of the Al- 
han, Nao¥e branch of Massachusetts 

Bonding & Insurance Co., died October 
8. Mr. Rudd had been associated with 
the insurance firm in Albany for more 
than 20 years. He began as a claims man 
and rose to manager. 
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Blaisdell Speaks 
At Safety Congress 


TO PUBLIC UTILITY EXECUTIVES 


Public Safety Director of Assn. of C. 
S. Cos. Scores Automotive Philo- 
sophy of Speed and Gadgets 


The one-arm driver will soon be out- 
classed as a highway menace by “the 
one-finger driver” traveling at 70 miles 
an hour as a result of equipping high- 
powered automobiles with power steer- 
ing, Paul H. Blaisdell, public safety di- 
rector of the Association of Casualty & 
Surety Companies, warned in a talk be- 
fore the 15th annual meeting of public 
utility executives attending the National 
Safety Congress in Chicago. 

“All we need to bring the accident 
record to an unsurpassed level is a few 
more drivers of huge horsepower cars on 
a 70-mile-an-hour turnpike negotiating 
traffic with one finger on the wheel,” 
Mr. Blaisdel said. 

Speaking before several hundred ex- 
ecutives of utilities at the Blackstone 
Hotel, Mr. Blaisdell cited the present 
vogue of power steering as “another 
false step” in the trend toward making 
driving almost effortless. “Pampering” 
of drivers with mechanical marvels, he 
contended, has outdistanced the motor- 
ist’s mental adustment to their reason- 
able and prudent use, with the result 
that driver responsibility has “deteri- 
orated” and the accident situation has 
steadily worsened. Automobile manufac- 
turers, accessory makers and oil rom- 
panies alike were criticized by the 
speaker for fostering “an atomic age 
driver psychology” of more speed and 
more gadgets. 


Law Enforcement Most Effective 


Asserting that traffic law enforcement 
is probably the one most effective area 
of concentration in reducing accidents, 
at a cost of about $250,000,000 annually 
to raise it to an effective level, Mr. 
Blaisdell declared improvement of driver 
attitude ranked second. He urged busi- 
ness leadership to “place itself squarely 
on the side of strict driver control by 
police and licensing authorities” by par- 
ticipating in research for better training 
of fleet drivers. 

“The business foresight which has kept 
pace with the American way of life must 
anticipate new ways of driver control,” 
said Mr. Blaisdell. “Those firms which 
operate fleets of vehicles should even 
take part in this research which will lead 
to better methods of driver education. 

“For example: one state has reached 
the point where persistent traffic viola- 
tors are required to take a new driver 
license examination, a physical examina- 
tion and a psychiatric examination. The 
day will come when this is standard pro- 
cedure for all drivers in all states. 

“Meanwhile, we need to know a lot 
more about such factors as emotional 
conditions and their relation to driver 
performance. The general level of driver 
testing must catch up with the best com- 
mercial vehicle programs in which there 
are more stringent original requirements 
and constant re-education of the oper- 
ator. 

“We cannot expect to maintain the 
status quo in driver control. Business 
should be out in front, not lagging be- 
hind, as public officials come forward 
with new proposals to rid our highways 
of their undesirable human element. So 
far we have been too quick to penalize 
an inanimate machine for a traffic acci- 
dent while allowing the human who 
failed to control the machine to go scot- 
free. 

“If plain horsesense can replace horse- 
power as the motive force in highway 
usage, our nation’s most disgraceful dis- 
play of social immaturity will come to an 
end.” 


ILLINOIS DIRECTOR TO SPEAK 

The Insurance Federation of Illinois 
announces that the State Director of In- 
surance, Robert E. Barrett will be the 
speaker at the annual luncheon meeting 
of the federation, 


November 3. 
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West Coast CPCU’s 
Hear Chase Smith 

IN TALK ON SOCIAL SECURITY 

Lumbermen’s Mutual Casualty General 


Counsel Warns Social Security Im- 
possible Without Loss of Freedom 





The Southern California insurance in- 
dustry and related business interests 
paid tribute to 16 men and women today 
at the tenth all industry luncheon of 
Pacific Chapter, CPCU, at which time 
the certificates of conferment were 
given to the 13 men and three women 
who had completed the tests for the 
designation of CPCU. The principal ad- 
rites was given by Chase M. Smith, 
general counsel of the Lumbermen’s Mu- 
tual Casualty Co. of C hicago, and Robert 
McWilliams, former national vice presi- 
dent of the society, presented the certi- 
ficates and gave the charge to the de- 
signees. 

Mr. Smith, in his address, on “Se- 
curity, Social and | Otherwise, Through 
Private E nterprise,’ * held “we have gone 
overboard in this generation on the sub- 
ject of social security. There is no such 
thing as an acceptable social security 
in this life because it is impossible to 
accomplish that without loss of freedom 
in proportion to the achievement of that 
which you call ‘social security. 

“Twenty years ago we st irted a fed- 
eral social security svstem with the 
beautiful idea that $80.00 a month at age 


65 would be a wonderful thing. What 
has happened? Government expendi- 
tures under this welfare state theory 


have agian unbelievable heights. So 
that by the time the searcher for social 
security is ready to retire he finds that 
this cost of living has increased more 
than the amount of his pension prom- 
ised at the beginning. At the same time 
he has become a pawn in a _ political 
game which must destroy his self-reli- 
ance and individual sense of responsi- 
bility. The belief that you can create 
social security by legislative plan is as 
unsound as the idea you can lift yourself 
by vour own bootstraps. 

“Every one here has seen the rapid 
changes in our way of living. These 
changes have occurred because people 
bags been free to choose what they like, 
make what they want to make, and free 
to sell what they want to sell. 

“Social security wasn’t wanted. It was 
foisted upon the public by politicians 
who thought it was a free way to votes 
and a free way into the pockets of peo- 
ple so that other objects they had in 
their minds could be achieved. 

“T do not condemn government. The 
role of government is that of rule mak- 
ing. People are responsible for them- 
selves. It is this doctrine of hee 
responsibility, self- reliance and unlimited 
opportunity that has provided the high- 
est standards of living and the greatest 
amount of real social security that ever 
has been known on this earth. It is not 
a government function to determine 
what is good for people, because gov- 
ernment doesn’t know.” 

President of Pacific Chapter Kenneth 
M. Hough, CPCU, and vice president of 
the Anchor Casualty Co., in opening the 
meeting said that the Pacific chapter 
now has a membership of 91, and that 
a total of 1,067 men and women are en- 
titled to the designation. _ 


NoN. J. Comp. Rat Rate Change 


3ernard Hamilton, manager of the 
Compensation Rating & Inspection Bu- 
reau of New Jersey, has advised mem- 
ber companies that there will be no 
change in the level of compensation 
rates for that state as of January 1, 1954. 
This decision has been reached by the 
bureau’s governing committee after re- 
viewing the mid-year loss ratio data 
brought down to June 30, 1953. The 
Commissioner of Banking and Insurance 
has approved. 

Companies are authorized to proceed 
with the issuance of policy contracts ef- 
fective next January 1 and thereafter 





under the manual of rates that became 
effective July 1, 1953. 


Reelect J. E. Powell 
Economics Society Head 


AT ANNUAL MEETING OCT. 6 


Travis Wallace First V.P.; E. W. Craig 
2nd V.P.; Fishback Again Secretary; 
O’Connor Makes Annual Report 


James E. Powell, vice president, Provi- 
dent Life & Accident, Chattanooga, was 
reelected president of the Insurance 
Economics Society at its 11th annual 
meeting October 6 in Chicago. 

Travis T. Wallace, president, Great 
American Reserve of Dallas, was elected 
first vice president, and E. W. Craig, 
board chairman of National Life & Acci- 
dent of Nashville, was elected second 
vice president. H. O. Fishback, Jr., vice 
president, Northern Life of Seattle, was 
reelected secretary. Others elected to 
the executive commmittee for terms of 
three years were as follows: 

Theo P. Beasley, president, Republic 
National Life of Dallas; W .G. dy og 
president, Inter-Ocean Insurance Co. 
Cincinnati; V. J. Skutt, president, Fl 
tual Benefit Health & Accident of Oma- 
ha; A. D. Johnson, secretary, United 
Insurance Co., Chicago, and Frank L. 
Harrington, president, Paul Revere Life 
and Massachusetts Protective Associa- 
tion of Worcester. 

E. H. O’Connor, managing director 
of the Society, reviewed the 1953 legis- 
lative developments in the field of social 
security and compulsory sickness insur- 
ance and pointed to the problems ahead 
which should be watched in 1954 on both 
the Federal and state levels. 

Considerable discussion was devoted at 
the meeting to the development of a 
broader education program in the field 
of social insurance and its probable ef- 
fects on the future economy of the 
country. 
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250 WEST 57th STREET 


NEW YORK 19, N. Y. 
Plaza 7-6490 


A AAA 
Standard Appoints Two 


Harry Schueler has been appointed 
field representative at the Detroit branch 
of Standard Accident and its affiliate, 
the Planet Insurance Co. Martin W. 
Murray has been transferred from the 
companies’ Philadelphia branch to the 
Scranton office where he will continue 
to serve as a claim representative. 

Mr. Schueler joined Standard Accident 
at the home office in 1943. He was made 
a senior casualty underwriter in 1947. 
In 1952 he was transferred to the Detroit 
branch where he had been serving in a 
similar capacity until his present ap- 
pointment. He is a Navy veteran of 
World War II. 

Mr. Murray joined the companies at 
the Philadelphia branch in 1952 as a 
claim representative. He attended the 
University of Pennsylvania and was a 
member of the Air Force during the last 
war. 
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Markel Service Announces 


Nine Employe Promotions 
Promotions for nine Markel Service 
employes have been announced by Lewis 
C. Markel, president. Harold L. Flax, 
home office legal department, has been 
appointed manager of the Montreal 
office and Ralph L. Axselle has been 
transferred to the legal staff of the home 
office. Donovan Yates, formerly exam- 
iner in the home office, has been named 
manager of the Richmond branch claims 
office. 

Jim H. Bennett has been promoted to 
branch manager, Jacksonville, being 
transferred from Birmingham. Howard 
W. Bevins has been named manager at 
Kansas City. Two changes have been 
made at Denver. Clyde V. Eubanks, for- 
merly claims adjuster at Jackson, has 
been promoted to claims manager at 
Denver, and Randall D. Davis has been 
promoted from safety engineer at Co- 
lumbus to district supervisor of safety 
engineering, Denver. Raymond Good- 
man, safety engineer at Dallas, has been 
promoted to district supervisor of safety 
engineering in the Dallas area. William 
F. Kime has been named assistant 
branch manager at Detroit. 


Kenney Named Coast Mgr. 
By the Central Surety 


Central Surety & Insurance Corp. has 
appointed Ben T. Kenney as manager 
of its Pacific Coast department office in 
San Francisco, effective October 1. Mr. 
Kenney, a graduate of Kansas City 
School of Law, started in the fidelity- 
surety business in 1938 in Los Angeles 
with the Fidelity & Casualty. He was 
later in the bond department of Na- 
tional Automobile & Casvalty in Los 
Angeles. Prior to coming with Central 
Surety he was assistant manager, bond 
department of Swett & Crawford in San 
Francisco. 


Nominating Committee of 


Burglary & Glass Assn. 


At the first fall meeting of the Bur- 
glary & Glass Insurance Association of 
New York the following members were 
elected to the nominating committee for 
the election of officers for 1954: Chair- 
man, Thomas G. Buckley, Sun Indem- 
nity, Peter A. Laterza, Springfield 
Group, Thomas P. Moylett, National 
Surety Corp. 

The association was addressed by 
Donald D. Pillsbury, manager of the 
Burglary & Glass Divisions of the Na- 
tional Bureau of Casualty Underwriters, 
who explained the various burglary cov- 
erages available under the 3-D_ policy. 
His talk was very instructive and well 
received by the membership. 

The association now has 83 members 
representing 30 companies in the bur- 
glary and glass insurance business. 
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Donald H. Denton to 
Succeed Walter Lambeth 


IN THE AMERICAN TRUST CO. 





Leaves U. S. Casualty Vice Presidency 
as of Nov. 1 to Take Similar Post 
With Charlotte Bank 





Donald H. Denton, a vice president 
of the United States Casualty, has been 
Etected by the American Trust Co. of 
Charlotte, N.C., to be vice president and 
manager of its insurance department. 
The board of directors of American 
Trust Co. has already acted upon Mr. 


Denton’s election to vice presidency and 


DONALD H. DENTON 


he will report for his new duties on 
November 1. As of January 1, 1954, he 
will assume management of the bank’s 
insurance department. 

In making the announcement regard- 
ing Mr. Denton, Torrence E. Hemby, 
president of American Trust Co. stated: 
“In Mr. Denton we are fortunate to ob- 
tain the services of a widely experienced 
executive to succeed one of the south’s 
ablest insurance heads—Walter Lambeth 
—who will retire under our retirement 





WALTER LAMBETH 


system on December 31, 1953, after 42 
years of distinguished service with this 
bank.” 

Mr. Lambeth joined Mr. Hemby in 
paying tribute to Donald Denton’ s ability 
and experience which, he said, is well 
recognized in casualty - surety circles. 


Denton’s Career Started in 1934 


A native of Philadelphia and graduate 
of Pennsylvania State College, Mr. Den- 
ton’s insurance career started with the 
New Amsterdam Casualty in 1934. He 





served that company from 1937 to 1940 
as a field representative. Then, in 1941, 
he joined the United States Casualty as 
manager of its Philadelphia branch office. 
While in that city he served a term as 
president of the Casualty Underwriters 
Association of Philadelphia. 

Mr. Denton won promotion in 1949 
to assistant secretary of United States 
Casualty at its home office in New York 
and received further recognition in 1951 
by his election to vice president. 

Active in civic affairs both in New 
York and in Westfield, N. J. where he 
lives, Mr. Denton is a member of the 
Casualty & Surety Club of New York, 
the Lawyers Club, the Insurance Society 
of New York and the Insurance Federa- 
tion of the State of New York. In West- 
field he serves on the board of direc- 
tors of the Y.M.C.A., is chairman of the 
Y’s boys work committee, and is a mem- 
ber of the Echo Lake Country Club. He 
is married and has three children. Both 
he and Mrs. Denton are active in the 
Presbyterian Church of Westfield. 


Lambeth’s Active Career 


Walter Lambet’s career has been one 
of great usefulness both to American 
Trust Co. and United States Casualty. 
Son of a farmer and stock man, he 
attended A. & M. College and University 
of North Carolina. During his collegiate 
days he made the football, baseball and 
track teams. 


LARGE PROBATE BOND 
Hartford Accident & Indemnity Co., 
through its Los Angeles office has writ- 
ten a probate bond for $1,200,000 for 
Harry P. Patton and the Security-First 
National Bank of Los Angeles, as co- 
executors of the estate of Arthur J. 
Patton, of Los Angeles. This is one of 
the largest probate bonds written in Los 

Angeles for a number of years. 





When he started with American Trust 
Co. in 1911 it had approximately $2,000,- 
000 in deposits compared with over $160,- 
000,000 today. Under his management 
the bank’s insurance department has 
prospered. Its general agency relation- 
ship with United States Casualty of 35 
years has been an amicable one. It is 
one of the largest and oldest general 
agencies of that company. In addition 
American Trust Co. represents top-rank- 
ing fire companies as well as other lead- 
ing casualty and surety companies. 

Mr. Lambeth is as well known for his 
civic interests in Charlotte as he is in 
insurance circles. He served one term on 
the Charlotte Park and Recreation Com- 
mission; was instrumental in promoting 
of Freedom Park, and aided in de- 
velopment of the scenic area known as 
Lake Lure in western North Carolina 
where he owns a beautiful cottage. 

He has been a vice president and di- 
rector of American Trust, Co. for some 
years. 
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Premium financing is a valuable aid in landing big, profitable, 
multiple-line accounts. The privilege of paying a large premium in 
easy-to-take installments is often the factor which swings a sale 
your way. The Acco Premium Finance Plan has been especially 
helpful in developing 3-D business and Comprehensive Liability 
accounts. When a premium is $1000 or more, interest charges are 
only 4%. Write today for full information about American 
Casualty’s broad, multiple-line facilities and the Acco Finance Plan. 
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Settlement Reached 
In A. F. & C. Case 


$50,000 PAYMENT IS ORDERED 





Company and Markel Service Share 
Charges of Filing Faulty Certificates 
of Insurance Required by Va. Law 





The condition which led the Virginia 
State Corporation Commission to charge 
American Fidelity & Casualty Co. with 
violation of the state’s insurance law 
has been cleared up to the satisfaction of 
the commission, Irvin S. Markel, presi- 
dent of the truck and bus insurers, has 
announced. 

Following a meeting between company 
officials and the commission, Mr. Markel 
said that his company had admitted that 
a technical error on the part of its un- 
derwriting department had caused the 
SCC to issue its order. The company 
agreed to discontinue the practice that 
caused the issuance of the order and the 
commission has marked the case closed 
upon a settlement payment of $5,000. 

In its order, the SCC had charg red that 
A.F.&C. had filed with it “unlawful 
certificates of insurance on behalf of a 
number of truck and gasoline haulers.” 
In filing the certificates, the insurance 
company had stated that the truck com- 
panies had the proper amount of liabil- 
ity insurance and the public was _pro- 
tected as required by Virginia law. Since 
part of the coverage was written by a 
firm of London Lloyd’s underwriters, 
which is not licensed to do business in 
Virginia although valid and collectable 
insurance was furnished, the commis- 
sion contended that the A.F. & C. was in 
violation. 

The charges grew out of what the 
SCC said was a widespread practice by 
truck insurers of filing faulty certificates 
of insurance required by law before a 
motor carrier may obtain a certificate to 
operate. 

Mr. Markel explained that only 12 pol- 
icies were involved. The premiums paid 
by them amount to but $45,000 out of 
an annual volume of over $1,000,000 in 
the state. 

The State Corporation Commission 
also announced that its charges against 
Markel Service, Inc., general agent and 
underwriter for A.F.&C. and four offi- 
cers of the service who were cited as 
individual agents, also have been settled 
with an agreement by the service and its 
officers to make a settlement payment 
of $45,000. This sum includes payment of 


$5,000 by Markel Service and $10,000 
each by Irvin S. Markel, Lewis C. 
Markel, Stanley B. Markel and Milton 


L. Markel. 


F. & S. Course by Mail 


The  fidelity- surety correspondence 
course which was inaugurated in Sep- 
tember by Luther E. Mackall now has 
a total of 18 registrants, 16 of whom 
are representative agents and two are 
company employes. This is in the na- 
ture of a pilot course and if, as is ex- 
pected, the results show that the stu- 
dents acquire a good working knowledge 
of these lines through this medium, the 
course will then be brought to the atten- 
tion of company employes and agents 
throughout the country. 

There are four divisions to the course 
with a separate examination for each 
division. Emphasis is placed upon prep- 
aration and submission of cases for un- 
derwriting and this procedure prepares 
the student to become an effective pro- 
ducer and lays the foundation for com- 
petent underwriting. A descriptive cir- 
cular may be obtained from Mr. oo all 
at 4 Albany Street, New York 6, N. 


LEIFER CLEVELAND SPECIAL 

Robert A. Leifer has been appointed 
special agent at the Cleveland branch 
office of the American Surety Co. He 
joined the company in 1952 as a special 
agent trainee. Mr. Leifer is a graduate 
of Ohio State University where he ma- 
jored in business administration. 
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Final Program Ready For Conference 


Underwriting Forum Nov. 3-4, Chicago 


much do doctors have to say in 
nation’s health 
health in- 


How 
the underwriting of the 
accident and 
surance companies? What guidance can 
a medical man give an insurance man 
in the tough underwriting problems that 
face the accident and health industry 
today ? 

A full report on these and other ques- 
tions is expected at the underwriting 
forum, sponsored by the Health & Acci- 
dent Underwriters Conference at Edge- 
water Beach Hotel, Chicago, November 
3 and 4. 

Dr. E. B. Williams, 
Wisconsin National Life, 
the panel discussion on this subject and 
will address a group of more than 300 
insurance executives. In addition to his 
insurance company post, Dr. Williams 
has been in active practice in Oshkosh, 
Wis. 


Twenty-four 


needs through 


medical director, 
is in charge of 


executives will 
participate in the program, including 
members of the conference executive 
staff. Here is the final program: 


insurance 


Tuesday Morning, November 3 
Charles M. Barry, Mana- 
& H. Ohio State Life 


Registration. 


Chairman, Presiding 


ger, A. Department, 
9:00 a.m. 
10:00 a.m.- Remarks H. 


Lewis Rietz, president, Health & Accident Under- 


Opening Session: 


writers Conference, and vice president, Lincoln 
National Life. John P. Hanna, 
Health & Accident 


managing di- 
rector Underwriters Con- 
ference. 

Occupational Classifica- 


Subcommittee Reports: 


tion Report—J. T. Helverson, assistant sec- 
retary, Washington National. 
Report—A. M. Hansen, assistant 
Mutual Benefit Health & Accident 
Substandard A. & H. 
Wickman, manager, A. 
Mutual Life of New York. 


Underwriting—D. B. 


Underwriting 
chief un- 
derwriter 
Insur- 
& S. 


Association. 
ance—J. M. 
Department, 
Trends in Post Claim 
Alport, vice president in 
Business Men’s 


charge of under- 


writing Assurance. 


Tuesday Afternoon, November 3 
Charles M. Barry, 
2:00 p.m.—Claim and Underwriting Departments’ 
Co-ordination—E. B. 
Illinois Mutual Casualty. 
Departments’ Co-ordination 


& H. 


Chairman, Presiding 


Forsythe, vice president, 


Agency and Under- 


writing Glenn 


Brooks, manager, A. Department, South- 





1953-54 Conference Directory 
Lists 200 Company Members 


The 1953-54 edition of the Health & 
Accident Underwriters Conference Di- 
rectory has been distributed to 
ference member compan ies. 

The directory includes the listing of 
member companies, officers and execu- 
tive staff members, as well as an outline 
of the various activities and services of 
the conference, types of coverage writ- 
ten and state in which members are 
licensed to operate, company member- 
ship by states, new committee personnel 
and a brief summary of committee 
functions, the constitution and by-laws. 
Conveniently a calendar is also included 
which lists dates of conference meetings 
for the next 18 months. 

Total membership of the conference 
is 200 company members and 10 associate 
members. A breakdown by company re- 
veals that 60.5%, or 121 members are life 
companies, 39 accident and health only 
companies, 21 stock casualty companies, 
14 mutual Casualty companies, 4 fra- 
ternals and 1 reciprocal. 

Home offices of conference member 
companies are located in &2 cities in 33 
states and 4 provinces of Canada. 


con- 


2:00 p.m. 


Edward F. O’Toole Keynoter; Messrs, 
Wood, Wetmore, Schroeder, Wetzler, 


Anderson, Sanders Also on Program 


Aanlysis of home office costs—no mat- 
ter what method you use—is just the 
first step in company economy. The 
actual savings come, the experts feel, 
only when an enlightened management 
knows what to do with information pre- 
sented by cost men. 

This was the sentiment of seven 
pioneering executives in the special field 
of accident and health home office costs, 
who addressed a two-day forum of the 
Health & Accident Underwriters Con- 
ference on the subject this week at the 
Drake Hotel, Chicago. They were Ed- 
ward F. O’Toole of Edward F. O’Toole 
Associates; Irving L. Wood, assistant to 
the comptroller, Mutual Benefit Health 
& Accident; Russell W etmore, assistant 
comptroller, Mutual of New York; Ward 
Schroeder, comptroller, Wisconsin Na- 
tional Life; Robert Wetzler of Fair- 
banks and Associates; F. J. Anderson, 
agency assistant, Great-West Life, and 
Beacon Mutual Indemnity. Substandard Un- C. L. Sanders, chief accountant, Pau! 
derwriting—Stanford Miller, Revere Life. 
president, Reinsurance The conference 
Selection of Individual Catastrophic Cover- the chairm: inship of Gordon M. Grady, 
Stock, special underwriter, assistant treasurer, Monarch Life. Mod- 
Assurance Society. erators were conference director of com- 
pany relations, Roy A. MacDonald and 
Robert B. Savage, secretary, Wisconsin 
National Life. 


Field Force Training on 
Rogers, director of 
American Life. Field Man’s 
John Galloway, 
International Associa- 


land Life of 
Underwriting—Ronald D. 
agencies, North 
View on Underwriting 


dallas. 


chair- 
executive board, 


A. & H. 


man, 


tion of Underwriters. 


Underwriting from Medical Viewpoint 
Wednesday Morning, November 4 
Chairman Charles M. Barry, 

-Health and Accident Underwriting 

Medical Viewpoint—Dr. E. B. Wil- 
medical Wisconsin National 


Presiding 
9:30 a.m. 
from a 
liams, director, 
Life Insurance Co. 
Forum: Moderator—Durward 
Mutual Benefit 
Association. Underwrit- 
Risks—Karl R. 
manager, underwriting department, 


Open Ulfers, 
assistant vice president 
Health & Accident 
ing Problems on Female 


Buehler, 


assistant vice 


Employers Corp. committee is under 


age—Donald G. special 


Equitable Life 
Wednesday Afternoon, November 4 


Charles M. 
Clinic: 


Barry, Presiding 
Moderator—Roy A. 


company 


Chairman 
—Case 
MacDonald, relations, 
Health & Accident Underwriters Conference. 

Panel Members—H. L. Cashman, assistant sec- 
Federal Life; E. J. 
Security Life; Harold A. Munson, 
assistant underwriting secretary, 
Mutual Life; Rodney U. Clark, superintend- 


O’Toole Keynote Speaker 


Mr. O'Toole, the keynote speaker at 
this gathering, made the following pre- 
diction: 

“There will be a greater tendency on 
the part of top executives to rely upon 
: their accounting and statistical person- 
: A. & H. Massachusetts ne], Economists seem to be coming to 
Protective A. & agreement that we are about to enter 
Accident; 4 new economic cycle, where business 
manager, will be harder to get and production 
Life & costs will assume increased importance.” 
super- Mr. O’Toole said the cost of furnish- 
Accident; R. C. jing accident and health insurance de- 
A. & S. de- pends on morbidity, interest and ex- 
penses. Of the three, he feels, only ex- 
peuses are a non-standard influence and 
cannot readily be gauged. 

Of the two methods for breaking down 
company costs—by department and by 
function—he said most attention has 
been put on the functional analysis. 

The reason for this: traditional “line” 
and “staff” organization, as found in 
other business, is melted into one within 


director of 


retary, Rogers, assistant 
secretary, 
Guarantee 
ent of underwriting, 
Association; Gus Carlson, 
North 
chief underwriter, 
Kentucky 
Thomas K. Bond, 
Life & 
manager, commercial 
Michigan Lif.e 

Subcommittee of the 
Committee: 


H. underwriter, American 
E. W. Steffy, 
claim department, 
Accident; 


Provident 


Central 
general 
visor, 
Stevens, 
partment, 
Underwriting 
Ulfers, as- 
Mutual Benefit Health 
Members—Ward Beall, 
North 


Program 
Chairman—Durward 
sistant vice president, 
& Accident. 
of underwriting, 


director 
Life & 
Harry Orpen, assistant 
Economical Mutual. Medical Ad- 
Committee—Dr. W. H. 
Lincoln National Life. 


American 
Casualty Co., and 
secretary, 


visor to Scoins, 


medical director, 


rs Sew 


You have a treat in store in attending the annual 
Military Bridge* and Dinner of the WOMEN’S ACCIDENT 
& HEALTH CLUB OF NEW YORK at 6 P.M., Thursday, 
November 5, in the U. S. F. & G. lunch room—10th floor, 
100 Maiden Lane, New York. 


Remember—$2.50 covers everything. Table prizes 
will be awarded. Send or phone your reservation to Elsie 
Hepp, agency secretary, Continental Casualty Co., 76 
William Street, WHitehall 3-8500. 


* You don’t have to be a contract bridge expert to enjoy 
yourself. 


JAMES R. GARRETT, INC. 


The Friendly, Service-with-a-Smile Brokers’ Office 


45 JOHN STREET NEW YORK 38, N. Y. 
REctor 2-4567 











GROUP CLAIM MANAGER 
SEEKS NEW OPPORTUNTY 
Now with leading life company. Fifteen 
years experience in all group claim op- 

erations, life and casualty. 

Contact: Box 2204, The Eastern Under- 
writer, 93-99 Nassau Street, New York 
38, N. Y. 











the insurance company. For any cost 
study, Mr. O’Toole feels that the analyst 
must know: What the company gets for 
its money; who spends it, and why it js 
spent. 

Heavy emphasis is to be laid on the 
ability ‘of a cost man to interpret the 
meaning of his work to top manage- 
ment. “Cost analysis is justifiable in any 
company only if it is used to develop 
basic data that can be employed in a 
sustained program of expense control,” 
said Mr. O’Toole. 


Irving L. Wood on Cost Probing 


Controversy centering around the 
two chief methods of cost probing 
brought forth this opinion by Irving L. 
Wood: “There are certain advant: uges to 
a departmental cost system compared 
with a functional cost system. The de- 
partmental system allows you to pin- 
point responsibility and therefore more 
closely contro] actual expenses. 

“In a purely functional system it is 
sometimes rather difficult to actually get 
to the seat of the responsibility. How- 
ever, with a modified functional account- 
ing system, by merely picking out cer- 
tain costs in each department, we have 
not lost the advantages that there surely 
are in a functional system.” 


Wetmore for Functional Cost Analysis 


Recommending functional cost analysis, 
Russell Wetmore said: “Use it in plan- 
ning work to develop the necessary price 
tags for existing proc edures, new 
procedures, changes. It provides a basis 
for examining operations in the areas 
where opportunity to make major sav- 
ings has enabled us to put our finger on 
the operations most in need of improve- 
ment.” 

He listed five points to remember 
about functional costs as follows: 

1. Functional cost analysis is the 
process of allocating all of a company’s 
expenditures according to the function 
or purpose for which the money is spent. 
It includes development of unit costs. 

2. The analysis is merely one of sev- 
eral important elements in a_ well 
rounded cost control program. It is not 
an end in itself but must be put to work 
in order to be effective. 

3. Do not embark on a cost program 
without the interest and backing of the 
top executive of your company. 

4. Functional costs can be approached 
simply and without undue expense. 

5. Functional costs have numerous 
practical uses, and unquestionably “pays 
its way” through them. 

Control of claim, renewal, agency and 
underwriting costs brought forth panel 
discussion from the other experts. 


Schroeder and Wetzler Talks 


Ward Schroeder detailed the program 
of Wisconsin National, that had within 
the past few years begun a system of 
combined life and accident and health 
operations. Each line of the business had 
to be charged with its expense load on 
claim costs. 

“The existence of a cost study and 
budget makes each officer and super- 
visor cost conscious and, therefore, tends 
to reduce expenses. It is impossible to 
know what your profit or loss is on any 
type of policy unless you have accurate 
cost figures.” 

Robert Wetzler, speaking on renewal 
costs, said: “Since 1940 there has been 
an unprecedented increase in the amount 
of accident and health business written 
by the major companies. There has also 
been a steady increase in the unit costs 
of handling this increased business. And 
renewal income from business previously 
written has remained at a fixed figure or 


(Continued on Page 33) 
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— 
“39.30” MEMBERSHIP DRIVE 





xecutive Board of International A. & H. 
Association Makes Plans in New 
Orleans for 1954 Expansion 
Members of the executive board of 
the International Association of Accident 
& Health Underwriters completed plans 
at their midyear meeting October 14-15 
in New Orleans for a “30-30” member- 
ship drive for the coming year. The goal 
is a 30% increase in International’s over- 
all membership and the establishment of 

state associations in 30 states. 

Tom Callahan of Milwaukee, president 
of the association who is leading pro- 
ducer of Time Insurance Co., outlined a 
complete program, putting stress on such 
state-wide projects as the DISC course, 
“choose the plan directory,” a strong 
public relations program to carry the 
truth about A. & H. insurance to the 
public, and strong state A. & H. conven- 
tions featuring nationally known speak- 
ers. President Callahan also laid down 
definite procedures to be followed by 
gone chairmen in carrying out this pro- 


gram. Aen : 

Another highlight of the meeting was 
the good report by Louis C. Halley, 
Security Life & Accident, International’s 
educational director, that the DISC text- 
book is now entirely revised and will be 
released January 1. John G. Galloway, 
Birmingham general agent, Provident 
Life & Accident, who is board chairman, 
was selected to work out plans for an 
advanced underwriters’ seminar at a 
leading university. 

The board selected San Antonio, Tex. 
as annual meeting site for June, 1955. 
It has already been announced that 1954 
convention will be held next June in 
Omaha. 


Home Office Costs 
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has only been raised belatedly or re- 
luctantly.” 

He stated that renewal costs were 
made up of factors that varied in con- 
trolability. “Basic management objectives 
must be cost reduction rather than 
simple containment within present, past 
or budgetary limits.” 

Analysis and improvement of renewal 
procedures pay big dividends. “The 
analyst deals with concrete and measur- 
able factors and he knows any improve- 
ment in the system will produce concrete 
and measurable results. 

“The proportionately higher volumes 
of the renewal areas combined with the 
routine nature of the work cause direct 
clerical labor to be a_ proportionately 
larger portion of total business over- 
head than in other phases of the busi- 
ness. This high volume of repetitive 
clerical labor presents the best potential 
for effective mechanization.” 

Vigilance on Agency Spending 

F, J. Anderson stressed vigilance on 
agency spending because about “one- 
third of the total operating expenses of 
all life companies, excluding commissions 
and taxes,” will go into agency costs 
this year. “An agency cost control pro- 
gram is fortunately not a process limited 
to the exercise of economy. Rather it is 
a means of converting unsatisfactory 
costs to satisfactory costs and certainly 
With a positive effect on production.” 

To slip underwriting costs into 
harness, Mr. Sanders instructed: 

“First, localize cost centers—these are 
the ‘places where everybody works 
towards the same result. 

“Second, analyze their operations— 
that is, find out what each cost center 
does, 

“Then assemble costs—this means de- 
terming what each working group costs. 

“These costs may then be reported 
two ways—first, department costs, that 
i, the cost of each supervisor’s re- 
sponsibility; second, functional costs, 
that is, the cost of major classes of 
work for the whole company. 

‘Finally, there is the matter of con- 
trolling costs—this means seeing that 
you spend no more than necessary to 
Carry out management’s objectives ef- 
ficiently.” 


Casualty Manuals Course 

Arthur C. Goerlich, dean of the School 
of Insurance of the Insurance Society of 
New York announces that registrations 
are now being accepted at the office of 
the society for two sections of the Casu- 
alty Manuals-Rating course scheduled to 
begin October 27. The first section will 
meet every Tuesday and Thursday from 
1 p.m, to 2 p.m., and the second section 
will meet every Wednesday from 5:30 
p.m, to 7:30 p.m. 

The course, designed to give the stu- 
dent a working knowledge of the auto- 
mobile, public liability, compensation and 
burglary and glass manual and to teach 
the student how to rate these types of 
coverages, will be instructed by Donald 
T. Dodd, New England Insurance Co. 


LOCAL GOVERNMENT LIABILITY 

Local units of government in Minne- 
sota are now authorized to carry liability 
insurance on employes engaged in the 
operation of publicly-owned motor ve- 
hicles. There also now is statutory au- 
thority to carry liability insurance in 
other fields. However, these statutes are 
enabling authority only. They do not re- 
quire any governmental unit to purchase 
insurance and they do not change the 
fundamental rules of municipal liability. 





Bohlinger to Address Dec. 


Meeting of Ins. Teachers 
Superintendent Alfred J. Bohlinger of 
New York State has accepted the invita- 
tion of the American Association of 
University Teachers of Insurance to 
speak at its annual meeting December 
29 in Washington, D. C. The Superin- 
tendent, it is understood, will make a 
major address of policy which will at- 
tract considerable attention. Laurence J. 
Ackerman, dean of University of Con- 
necticut’s School of Business Adminis- 
tration, is in charge of the program. 


O’Connor With General Re. 


Roy F. O’Connor, formerly secretary 
of Excess Insurance Co. of America, has 
been appointed an assistant secretary of 
General Reinsurance Corp. and will be 
assigned to the company’s Kansas City 


office. 

Prior to joining General Re, Mr. 
O’Connor was with Excess for over 13 
years. He was named assistant secretary 
of that company in 1940 and became 
secretary in 1951, Earlier in his career 
he had served for ten years in the Com- 
pensation Insurance Rating Board of 
New York as an examiner in the engi- 
neering department. 








Lumbermens Mutual Casualty Company 






















writes all forms of insurance, except life 
insurance and annuities, through care- 
fully selected agents from coast to coast. 
These agents are served by trained field- 
men—district agency supervisors. Their 
policyholders are served by corps of boiler 
engineers, safety engineers, 92 claim ser- 
vice offices and hundreds of claim repre- 
sentatives countrywide. 

If you feel qualified to represent 
LUMBERMENS, write the Business Exten- 
sion department, Lumbermens Mutual 
Casualty Company, Mutual Insurance 
Building, Chicago 40, Illinois. 





Lumbermens “WU UW 


Operating in New York state as (American) Lumbermens Mutual Casualty Company of Illinois 


James S. Kemper, chairman 


H. G. Kemper, president 


» MUTUAL INSURANCE BUILDING, CHICAGO 40 - 












Claims Workshop 
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ent of claims; Century Indemnity—R. K. 
McWilliams, secretary; Columbia Casu- 
alty—H. F. Hastings, Jr., counsel. 

Also Employers’ Liability—J. E. Ma- 
honey, superintendent, New York claims 
department, and William Whelan, super- 
intendent, actuarial and statistical de- 
partment; Federal Insurance Co.—E. P. 
McGovern, chief statistician; Fidelity & 
Casualty—R. N. Caverly, vice president; 
Fire Association of Philadelphia—Wil- 
liam D. Coakley, secretary; Fireman’s 
Fund Indemnity—James F. Feely, chief 
statistician, New York office, and W. 
Karl Faust, claims manager, New York 
office; General Accident—E. C. Lynch, 
manager, claims division. 

Also Glens Falls Indemnity—E. G. Fa- 
gan, field supervisor; Great American 
Indemnity—William M. Welch, secre- 
tary; Hartford Accident & Indemnity— 
E. A. Cowie, vice president; Home In- 
demnity—E. F. Lilly, supervisor of rec- 
ords and statistical department, and W 
D. Ward, Jr., assistant general claims 
manager; Home Insurance Co.—William 
Killingbeck, manager in control; London 
Guarantee & Accident—George B. Wes- 
ley, general counsel; Maryland Casu- 
alty—W. K. Lloyd, vice _ president; 
Metropolitan Casualty—Arthur B. Gross, 
second vice president, 

Also National Surety Corp—C. G. 
VanderFeen, vice president, and Charles 
Davies, office manager; New Amsterdam 
Casualty—M. A. Albert, claim counsel; 
Ins. Co. of North America—F. G. 
Tease, assistant to comptroller; Royal- 
Liverpool Insurance Group—M. E. Bob- 
ick, claims secretary; Standard Accident 
—Glen Steel, assistant manager, admin- 
istration department; United States 
Casualty—Joseph Margolin, assistant sec- 
retary-treasurer, and J. Ralph Dykes, as- 
sistant secretary; United States F. & 
G.—Carlton S. Hardwich, superintendent, 
claims department, New York office, and 
Zurich—C. E. Woodard, assistant United 
States manager. 





Bureau Plan Now in Use in 
Montana, Nevada and Utah 


William Leslie, general manager of the 
National Bureau of Casualty Underwriters 
has announced that the new classifica- 
tion plan for private passenger auto lia- 
bility insurance is now in effect in the 
states of Montana, Nevada and Utah. The 
bureau statement says that the new rates 
result from revising the old rates upward 
because of the unfavorable auto liability 
experience but that under the new classi- 
fications the less hazardous risks will 
receive a reduction. 

The reductions apply as follows: Mon- 
tana, class (1A) from $1 to $1.50, accord- 
ing to territory; Nevada, class (1A) no 
change; Utah, class (1A) $1 to $3, ac- 
cording to territory. Increases are: 
Montana, $1.50 to $24.50, according to 
territory and classification; Nevada, $3 
to $31, according to territory and classi- 
fication; Utah, $2 to $26 according to 
territory and classification. 

The maximum increases, it is an- 
nounced, apply to only a small minority 
of cars; those in class 2C, 


ERNEST C. BURGHARDT RETIRES 

Ernest C. Burghardt, examiner for 
compensation and plate glass insurance 
in the casualty claims department at the 
home office of Standard Accident, re- 
tired recently after 52 years of service. 
He was honored by company officials at 
a special luncheon at the Detroit Athletic 
Club. Mr. Burghardt started with the 
company on August 1, 1901. He was the 
company’s oldest employe in point of 
service. In 1951 on the occasion of his 
50th anniversary with the company, a 
special reception was held in his honor 
at the home office attended by officers 
of the company, fellow employes, and 
members of the casualty claims depart- 
ment. 
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Allstate Tax Study 
Brochure Completed 


OUTLINED BY A. E. SPOTTKE 


Stock Companies Pay 885% of Total 
Tax Against 78.7% of Net Premiums; 
Mutuals Tax 11.3%, Recip., .2% 

The second brochure covering the tax 
study being made by Allstate Insurance 
Co. has now been completed. This mate- 
rial includes tax and operating results 
and covers all of the fire and casualty 
companies listed in Best’s Fire & Casu- 
alty Aggregates and Averages for the 11 
years ended with 1952. 

In a summary of the brochure, A. E. 
Spottke, vice president of Allstate, has 
picked out the following highlights: 


Section I 


“1—Stock companies’ net premiums 
written, were 78.7% of the industry to- 
tal; the mutual’s share was 19.1%; 
the reciprocals’ share was 2.2% 
stock companies’ share declined 
80.9% in 1942 to 764% in 1952. 

—Stock companies’ Federal income 
taxes were 88.5% of the total tax; the 
mutuals’ share was 11.3%; and recipro- 
cals’ share was .2%. 

“3—Stock companies’ Federal income 
taxes were 2.3% of net premiums writ- 
ten: mutual companies’, 1.2%; and re- 
ciprocals’, .2%. 

“4.Income retained in the business 
for stock companies amounted to 7.0% 
of net premiums written; for mutuals it 
was 4.9%; and for reciprocals, 5.8% 

“S_Stock companies’ Federal income 
taxes amounted to 32.5% of their re- 
tained income; mutuals’ taxes were 
20.4%; and reciprocals’ 3.5%. 


Section II 


from 


“Since tax formulas cannot be applied 
to totals and averages, Section II in- 
cludes 200 individual companies, of which 
154 were stock, 37 mutual and 9 were 
reciprocal. The aggregate premiums of 
these companies comprises 4/5 of the 
premium volume of all the companies in 
Best’s ig & Casualty Aggregates and 
Aver: iges. 

“This section points out that: 

“1—The actual taxes of the 154 stock 
companies were $808,000,000, or 2.3% of 
premiums. If these companies had been 
subject to the mutual companies’ tax 
formula the tax would have been $436,- 
000,000, or 1.3%, and if the stock compa- 
nies had been subject to the reciprocal 
tax formula the tax would have been 
$379,000,000, or 1.1% 

2—The actual taxes of the 37 mutual 
companies were $70,600,000, or 1.2% of 
premiums. If the mutual companies had 
been subject to the stock companies for 
mula their tax would have been $118,- 
000,000, or 1.9%. However, if they had 
been subject to the reciprocal compa 
nies’ formula their taxes 
been $66,800,000, or 1.1%.” 

The study carries statement from 
the public accounting firm of Touche 
Niven, Bailey & Smart stating in part, 


' 
would have 


McFalls Named Chairman 
Of Federation Luncheon 


Rankin Martin, resident vice presi- 
dent, Standard Accident, and chairman 
of the executive committee of the Insur- 
ance Federation of New York, has ap- 
pointed David S. McFalls, president, R. 
B. McFalls & Son, Inc., as chairman of 
the luncheon committee for the annual 
luncheon of the federation to be held 
at the Hotel Commodore, New York, on 


DAVID S. McFALLS 


2. Rodney E. Piersol, vice 
Alexander & Alexander is 


December 
president of 
vice chairman. 

Mr. McFalls, a graduate of Lawrence- 
ville School and Yale University, joined 
the McFalls agency in 1934. He is a 
member of the Drug and Chemical Club, 
the Insurance Square Club of New 
York and is a past president of the As- 
sociation of Local Agents of the City of 
New York, 

NEW MUTUAL BOILER OFFICE 

Mutual Boiler & Machinery of Boston 
announces plans to open a mid-Atlantic 
district office in a new building to be 
erected for them in Montclair, N. J. The 
new office will be under the supervision 
of Richard P. Griffin and will combine 
the present offices in New York City 
and Bloomfield, N. J. Garfield Associ- 
ates, Newark Realtors, negotiated a long 
term lease between the company and 
Montclair Essex Construction Co. for 
a two-story building of Georgian type, 
with 10,000 square feet of floor space 
and ample parking space. The office will 
be completed for occupancy in the spring 
of 1954 and will employ approximately 
60 people. 





“that there has been no attempt, by the 
selection of companies for inclusion in 
the study or otherwise, to present a dis- 
torted or biased report.” 

The brochure will be mailed to 1,100 
companies and to all others within the 
limits of supply. 





A STOCK COMPANY 





More and More People 


ARE PROTECTING THEMSELVES 
AGAINST THE COSTS OF SICKNESS AND ACCIDENT 


In the American Way 


WITH INSURANCE IN PRIVATE COMPANIES 


IN 1952 OUR PREMIUM VOLUME INCREASED 


17/2% Over 1951 


You, Too, Can Make Money Selling Our Policies 


THE HOOSIER CASUALTY COMPANY 


INDIANAPOLIS, INDIANA 








VA. RESPONSIBILITY LAW 


Proposals of Advisory Council Include 
Impoundment, Reciprocal Agreements 
and Higher Liability Limits 

Strengthening of Virginia’s financial 
responsibility law in several respects, in- 
cluding a proposal that courts be per- 
mitted to impound automobiles of per- 
sons convicted of driving while their li- 
censes are under suspension, was recom- 
mended by the Virginia Advisory Legis- 
lative Council in a report to the Governor 
and the State Legislature. 

Besides advocating that the courts be 
given impoundment powers, the legisla- 
tive interim study group also proposed 
that it be made a misdemeanor know- 
ingly to lend a car to a person whose 
permit has been revoked and that im- 
poundment of the loaned automobile be 
permitted under such circumstances. 

Also recommended by the council 
were: “A continuing campaign” by the 
State Division of Motor Vehicles in 
cooperation with the Governor’s High- 
way Safety Committee in connection 
with highway safety laws; a provision 
permitting reciprocal action between 
states in the enforcement of the security 
provisions of financial responsibility 
law; that the security provision of the 
financial responsibility act be made ap- 
plicable to the owner of the motor vehi- 
cle involved as well as the operator, and 
increasing the minimum bodily injury 
liability coverage required by the se- 
curity provisions of the act from $10,000 
for each accident to $20,000, and from 
$5,000 for each person injured to $10,000. 


Reynolds Elected V.P. 


James A. Reynolds, Jr., has been 
elected a vice president of the Allstate 
Insurance Co. He joined Allstate in 1937 
and has served in administrative posi- 
tions in the home office and various re- 
gional offices. At present, he is in charge 
of the operating department. 


Standard Appointments 

LaVerne J. Donaldson, formerly claim 
manager of the St. Louis claim office of 
the Standard Accident and its affiliate, 
the Planet, Detroit, has been transferred 
to the home office casuz ilty claim depart- 
ment as a claim examiner. William P. 
Ryan has been appointed claim manager 
at the St. Louis office of the companies, 
succeeding Mr. Donaldson. 

Mr. Donaldson joined the Detroit 
branch of the companies in 1945 as a 
claim adjuster. In 1949 he was trans- 
ferred to the St. Louis claim office where 
he served as manager from 1950 until 
his present appointment. He is a grad- 
uate of the University of Detroit Law 
School and served with the Army during 
World War II. 

Mr. Ryan has had previous experience 
as an adjuster and supervisor of claims. 
He is a graduate of the Cumberland Uni- 
versity School of Law, Lebanon, Tenn., 
having received his LL.B. degree in 


1946. 


Connecticut Agents 
OK Voluntary Plan 


OF ALL INDUSTRY COMMITTEE 


More Than 400 Vote Resolution in Sup. 
port of Scheme; Hear Dewey Dorsett 
Highway Plan; Election of Officers 


The Connecticut Association of Insyr- 
ance Agents, meeting last week in Hart- 
ford, heard an explanation of the pro- 
posal for voluntary insurance against 
damages caused by uninsured motorists 
developed by the All-Industry Committee 
on Motor Vehicle Accidents and voted 
by a large majority to adopt a resolution 
supporting the plan. The proposal was 
first made public and explained at the 
meeting of the National Association of 
Casualty & Surety Agents at White Sul- 
phur Springs and reported in The East- 
ern Underwriter of October 9 

The convention also heard J. Dewey 
Dorsett, manager, rent of Casu- 
alty & Surety Companies, outline a four- 
point highway accident prevention pro- 
gram. Mr. Dorsett called for a uniform 
50 miles-per-hour speed limit in all 
states, mandatory minimum penalties for 
traffic law violators, building all police 
forces up to adeque ite strength for Proper 
highway law enforcement, and no rein- 
statement of any drivers license that 
has been revoked. 

Officers and Awards 


G. 3urgess Fisher, Hartford, was 
elected president succeeding Edgard H, 
Clarke, Manchester. Other officers elected 
were: Valmore H. Forcier, Danielson, 
vice president ; Walter E, North, Bridge- 
port, secretary-treasurer, and Paul L, 
Avery, Hartford, state national director. 
Two directors, Eben Learned, Jr., Nor- 
wich, and William J. Murray, New 
Haven, were elected to the executive 
committee. William H. Wiley, West 
Hartford, is executive secretary. 

The North Cup, which is awarded for 
local board achievement, went to the 
New Haven association, and the Cowles 
Cup for local board attendance went to 
the Northeastern association (Putnam- 
Danielson area). 


Mutual Bureau Auto Plan 
Now in Nevada and Utah 


The Mutual Insurance Rating Bureau 
announces a revision of private passenger 
automobile classifications and rates in 
the states of Nevada and Utah. The new 
program will apply to all policies written 
on or after October 19, 1953 and may be 
applied to policies written to become ef- 
fective between August 1, 1953 and 
October 19, 1953. With the addition of 
these states the revised Mutual private 
passenger automobile classification plan, 
introducing seven classifications in lieu 
of three classifications, has now been 
approved in 14 states. 





PIONEERS IN 
INCOME PROTECTION 


Non-Cancellable, Guaranteed Renewable 
Sickness & Accident Income Protection 
and Family Hospitalization 


> Participating Life Insurance 


STENT: 
Ww 
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PERSONAL 


, All Forms of Group Insurance 


Expanding Business Provides Openings for Qualified 
General Agents. Full Time Representatives Only 


JOHN M. POWELL, President @ FRED R. HENNIG, Agency Vice President 


TIVE LIFE INSURANCE COMPANY 


BOSTON 


15, MASSACHUSETTS 
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ETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY + THE WORLD FIRE AND MARINE INSURANCE CO. 
THE CENTURY INDEMNITY COMPANY + STANDARD INSURANCE CO. OF N. Y. 
stab Sr HARTFORD, CONNECTICUT 
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This advertisement also appears —in color—in TIME, NEWSWEEK, PATHFINDER, 
U. S. NEWS and WORLD REPORT. Clinton L. Allen, President 









Hart / MOVE OVER, BROTHER, | WANT ae MAKE 
“ame SURE You USE YOUR ASH TRAY 











FOUNDED IN 1819, the Aetna 
Insurance Company takes its name 
from the famous volcano, which 
“though surrounded by flame and 
smoke is itself never consumed.” 
From that day to this—through 
wars, conflagrat.ons and depres- 
sions—no policyholder has ever 
suffered loss because of failure of 
an Aetna Company cto meet its 
obligations 





THINK FIRST OF THE AETNA 















































STICKS and STONES 
break more than bones 


Yes, sticks and stones are among the hundreds of hidden hazards 
that can break up a savings account or wreck an income. But you 
can give your clients a better break by telling them about The 
Travelers Comprehensive Personal Liability Insurance. 

Tell them that for a very small amount they can get protection 
against claims arising out of injury caused by them, or their fam- 
ilies, or occurring on their property. Point out that law-suits re- 
sulting from Bodily Injury or Property Damage claims have 
broken many a man who has been without this important form 
of coverage. 

Why not start breaking the news about CPL now! Just get in 
touch with the nearest Travelers Branch Office. Here you’ll 
get complete information on CPL as well as a complete supply of 


streamlined sales aids to help you break the ice. 





THE TRAVELERS INDEMNITY COMPANY — HARTFORD, CONNECTICUT 




















